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Industry Sports Notes— 


The Two Teds 


Detroit Lubricator’s Ted Coggin 
has done it again. Ted, long ac- 
credited as one of the best sportsman 
sailors in the world, directed the crew 
of the cutter Medie, which won top 
honors in its class in the annual 
Mackinac race. 


Kold-Hold’s Ted Schroeder became 
the world’s top tennis player when 
he won the hallowed Wimbledon 
tournament in England not long ago. 


His Kold-Hold bosses, Jim Tranter, 
Ed Thiele, and Lee Worthington, are 
mighty proud of him. 

Ted was the hero of America’s last 
successful defense of the Davis Cup 
(which represents the international 
tennis team championship). Upon his 
return to the United States following 
his Wimbledon victory, reporters 
asked him: 

“Will you be available for the 
Davis Cup matches in late August 
and September?” 

‘T’m a refrigeration salesman,” 
Schroeder replied, “and I’m only sup- 
posed to have one vacation a year. 
i have a good job with good pros- 
pects, and I don’t want to jeopardize 
my future. If the Kold-Hold com- 
pany thinks it’s all right, I'll com- 
pete. It’s up to my bosses.” 

Please . . . Jim, Ed, and Lee. 


The Uncommon Man 
And the Common Good 


Those who put “security” above all 
else, those who fall for Communism, 
are the discouraged, the defeated, 
and the debilitated. 


They’ve lost confidence in them- 
selves. Because the human ego- 
mechanism rejects self-criticism, dis- 
couraged men turn self-blame and 
self-pity into hatred for those who 
still retain their self-confidence, those 
who aren’t defeated and discouraged. 


In seeking “security” they rob and 
wreck the very men who could make 
that “security” possible. The great- 
est security is found in a civilization 
which offers plenty of good jobs of 
all sorts, and plenty of job choices. 
“Security” is thus synonymous with 
opportunity for the common man. 


On a different level, opportunity 
for the uncommon man—the excep- 
tional fellow who creates jobs, and 
sometimes gets rich at it—also leads 
to “security” for the unexceptional. 
Not only do the uncommon men 
create jobs and prosperity, but it is 
the money they make—taken from 
them by taxation—which supports 
the idle and the indigent and the 
unlucky. 


Fear and discouragement lead 
voters to support measures which rob 
or handicap the uncommon man. 
Temporary redistribution of savings 
may result, but after these pittance 
hand-outs are exhausted, the em- 
bittered voters are worse off than 
before. The Golden Geese are gone. 


Real “security” can be had only 
when the Golden Geese (the uncom- 
mon men) are prodded into greater 
exertion. So what if they become 
well-to-do? They create wealth 
‘capital) and underwrite security 
(jobs). 

Envy can impoverish the envious. 

(Concluded on Page 6, Column 1) 


Not Good Enough? 


Frozen Food Packers Say Sales Are 
Slowed by Inadequate Retail Cabinets 


NEW YORK CITY—Representa- 
tives of two large frozen food packers 
have charged that expansion of the 
frozen food industry is being retarded 
by a lack of adequate refrigeration 
equipment for retail outlets, accord- 
ing to the New York Times. 

Ambrose E. Stevens, vice president 
of Vacuum Foods Corp. and president 
of the Eastern Frozen Foods Associa- 
tion, was quoted as saying: 

“Household demand for frozen 
foods has expanded hugely. But re- 
frigerated equipment for selling it in 
groceries has not kept up with the 
parade.” 

“He added,” the Times reported, 
“that because retailers’ equipment 
was so limited, a special cabinet 
solely for orange juice concentrate 
would appear after Labor Day.” 

George L. Mentley, of Birds Eye- 
Snider Div. of General Foods, de- 
clared that until that same equip- 
ment is enlarged, the “1,001 new 
products that are on the fire for 
home-makers” can’t take form com- 
mercially, the newspaper said. 

Stevens and Mentley made their 
charges before newspaper food edi- 
tors at a luncheon given last Monday 
by H. C. Bohack Co., operator of a 


chain of supermarkets. Later in the 
week, Bohack’s launched a big pro- 
motion aimed at increasing sales of 
frozen foods stocked in 113 of its 
300 stores. 

“Its equipment is superior to the 
cramped cabinets so general at retail, 
particularly in the metropolitan area, 
as the editors discovered in a pre- 
lunch tour of the chain’s air condi- 
tioned supermarket in Whitestone,” 
said the Times article, which ap- 
peared under the by-line of Jane 
Nickerson. . 

“But even that market’s reach-in 
storage case, accommodating 980 
packages at zero F., cannot handle 
all the products interesting to cus- 
tomers,” George Phillips, Bohack 
sales manager, admitted. 

“Frozen meats, except for the 
perennial hamburger, are too bulky 
to carry at present, although chicken 
is available in three or four forms.” 

Bohack’s current promotion was 
said to be the largest ever staged 
in the East. The drive features five 
of the most popular frozen food items 
and one variety of frozen fish at 
reduced prices and case lots at a 5% 
discount to consumers who place spe- 
cial orders. 


‘Mystery Tune’ Clues 
Get Dealer’s Ads Read 


CASPER, Wyo.—A sure-fire stunt 
which has insured that more people 
read appliance advertising than ever 
before, has been developed by M. 
McKelvey, manager of the Charles 
E. Wells Co., major appliance dealer- 
ship at 212 E. 2nd St. here. 

McKelvey, an ardent follower of 
national giveaway radio programs 
himself, makes it a point to listen to 
national commentators who give tips 
on “mystery melodies.” 

As soon as he has a tip on the 
name of a “mystery song,” which 
he feels is probably correct, McKelvey 
incorporates it in appliance advertis- 
ing, in a box in the corner of dis- 
play advertisement. 

Printed in the box is the sugges- 
tion, “Paste this on your telephone.” 
Copy below explains “This is a reli- 
able guess as to the ‘mystery song’ 
of the week”—naming a particular 
radio program which has won a tre- 
mendous listenership. 


June Room Cooler Sales 


Up 270% In Penn Area 


PITTSBURGH — Room coolers 
really caught on during June in 
southwestern Pennsylvania, a sales 
report issued by the West Penn 
Power Co. indicated recently. 

During the month local dealers in 
the predominantly rural territory sold 
74 of the units, which was 270% 
more than they sold in June last 
year and 825% more than they sold 
in May. 

Clothes driers showed a 158% 
(Concluded on Back Page, Column 5) 


Frigidaire Recalls 750 
Production Employes 


DAYTON—Frigidaire Div. of Gen- 
eral Motors Corp. has announced the 
recall of 750 employes, according to 
a press wire dispatch emanating 
from Dayton this week. 

This figure of 750 employes re- 
called, company officials said, is in 
addition to the 250 employes rehired 
July 19. 

“A company spokesman said the 
recall of 1,000 employes was made 
necessary primarily by continued sus- 
tained demand for refrigeration prod- 
ucts,” the dispatch said. 


San Francisco Fight 
Won on ‘After Hours 
Frozen Food Selling 


SAN FRANCISCO — Considerable 
progress has been achieved in the 
San Francisco area in the liberaliza- 
tion of restrictive ordinances on froz- 
en foods, and on pre-cut meat regu- 
lations. 


A revised ordinance took effect 
July 22 in San Francisco permitting 
the unrestricted sale of frozen meats, 
poultry, and fish after 6 p.m. week- 
days and all day long on Sundays 
and holidays. The liberalized ordin- 
ance had been opposed by the But- 
chers’ Union and some retail meat 
dealers. 


The city council in Berkeley late in 
June granted final passage to an 
amended ordinance governing meat 
sales, which permits sales of both 
fresh and frozen meats and poultry at 
any time, eliminating an existing 
restricting which banned sales be- 
tween 6 p.m. and 7 a.m., and on 
Sundays and holidays. 

It also enables meat merchants to 
operate without walk-in boxes, here- 
tofore required, permitting them to 
have meat cut at central locations, 
then delivered to freezers throughout 
the city. Merchants must provide 
coolers and refrigerators adequate 
in size and of a construction approv- 
ed by the City Health Department. 

The Refrigeration Contractors As- 
sociation of Northern California has 
joined with other interested groups to 
try and bring about similar ordinance 
revisions in Oakland and Alameda. 
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Armed Forces Will 
End’Special Order’ 
Business at PX’s 


WASHINGTON, D. C.—The armed 
forces have agreed to discontinue 
“special order’ business at military 
stores starting Oct. 1, it was an- 
nounced last week by Rep. Philip J. 
Philbin, chairman of a House Armed 
Services subcommittee. 

Philbin said the action was one of 
several recommended by his_ sub- 
committee, which has been looking 
into the operation of post exchanges 
and ship service stores. Numerous 
retailers have testified that the stores 
compete unfairly with private busi- 
ness. 

The special-order arrangement per- 
mits military stores to order items 
not carried in stock (such as major 
appliances) for persons entitled to 
buy at the outlets. Witnesses have 
told the subcommittee that the stores 
sell home furnishings and other 
articles at only slightly more than 
wholesale prices. 

The services agreed to abandon 
special orders and make other 
changes after legislative action was 
threatened by the subcommittee, ac- 
cording to Philbin. 

“There can be no question that the 
armed forces are actively competing 
with established private business,” 
the Massachusetts Democrat declared. 
“It is inevitable that these stores can 
sell merchandise at a much lower 


. price than merchants in the same 


vicinity.” 

Earlier, the armed forces had of- 
fered to eliminate special orders at 
military stores in areas where “ade- 
quate commercial facilities are con- 


(Concluded on Page 4, Column 1) 


Philco To ‘Review’ 
Dealer Organization 


PHILADELPHA—“Philco distribu- 
tors throughout the country are start- 
ing this week on the most complete 
survey and analysis of dealer dis- 
tribution ever conducted in the radio 
and television industry,’ declares 
John M. Otter, vice president and 
general sales manager of the Philco 
Corp. 

“Plans have been made to inter- 
view between 15,000 and 20,000 
dealers in the course of this survey 
and, therefore, the information 
gathered should give us an accurate 
and up-to-date report by city and by 
county of the Philco distribution or- 
ganization. We believe that the in- 
formation resulting from this survey 
will enable the Philco Corp. to con- 
solidate and further strengthen its 
dealer structure. 

“Immediately following the war, 
many newcomers entered the retail 
appliance field. This growth was so 
rapid that we believe the time has 
come to review the whole situation 
in the light of today’s conditions. We 
feel,” Otter stated, “that by conduct- 
ing this survey, we are not only serv- 
ing our own interest, but will help 
to stabilize the industry as a whole.” 


Rival Locker Groups Both Claim 


‘Firsts’ for Coming Conventions 


DETROIT—Programs for the sepa- 
rate conventions and expositions to 
be held this year by the National 
Frozen Food Locker Association and 
the Frozen Food Locker Institute 
have been announced as the feud be- 
twee the two groups continues. 

Both organizations will hold their 
meetings in Chicago hotels, the 
NFFLA’s affair being set for the 
Stevens on Aug. 28-31 and that of 
the FFLI for the Sherman on Oct. 
3-5. The groups had been staging 
joint presentations until this year, 
when differences over details of a 
new contract resulted in the split. 


Each association is claiming that 
its session will mark a “first.’’ The 
NFFLA says it will sponsor “the 
first all-locker-operator convention” 
while the FFLI proclaims it will 
conduct “the first politics-free pro- 
gram in the history of the industry.” 

In announcing plans for its ex- 
position, the Institute informed mem- 
bers that “the Institute program for 
locker operators is being well re- 
ceived in all parts of the United 
States. Some of the largest locker 
plants in the country have joined the 
Institute in the few days since the 

(Concluded on Page 4, Column 5) 


ra PerngTT 
6 Months Sales 
In Commercial 


Gain In Detroit 
Permits Show Nearly 20% 


Increase In Commercial 


Units & Air Conditioning 


DETROIT—Contrary to the opinion 
frequently expressed in the industry 
this spring that commercial refrig- 
eration and air conditioning were 
“going to the dogs,” sales in Detroit 
in the first six months of 1949 ran 
nearly 20% ahead of the same period 
last year. 


Air conditioning sales were 19.2% 
greater than last year, while installa- 
tions of remote commercial condens- 
ing units ran 18% ahead of the first 
half of 1948 in Detroit. 

This data was compiled by AIR 
CONDITIONING & REFRIGERATION NEWS 
from permits issued by the Depart- 
ment of Buildings & Safety Engi- 
neering to cover installations within 
the Detroit city limits. 

As far as air conditioning installa- 
tions are concerned (self-contained 
room units are not included in these 
figures), sales were lagging behind 
1948 during the first five months. But 
the heat wave that came to the 
rescue in June boosted the six-month 
total to 372 units and remote com- 
pressors, compared to 312 for the 
like period in 1948. 

Sales in June this year totaled 
181, contrasted with 63 in June of 
last year. 

Commercial refrigeration _ sales, 
however, as indicated by installations 
of remote condensing units, have 
been running ahead of 1948 almost 
month by month. The half-year totals 
show 1,009 installations in 1949 com- 
pared with 854 in the first six months 
of 1948. 

The month-by-month comparison 
of both remote commercial units and 
air conditioning is shown in an ac- 
companying table. (See page 32). 

Sizes of the equipment installed 
(Concluded on Back Page, Column 3) 


| IN THIS ISSUE | 


Contests among salesmen are al- 
ways good volume boosters. A couple 
of very successful contest ideas are 
described by a Pennsylvania dealer, 
who, incidentally, passes along 10 
methods that have made him one of 
the top ranking freezer promoters in 
the state. Story starts on page 10. 

* * * 

Selling pre-packaged self-service 
meats to the skeptical takes psy- 
chology. A behind-the-counter psy- 
chologist tells—on page 27—how he 
passes it out in big doses and does a 
$5,000 per week business. 

* * * 

“Out with the apples, on with the 
‘hams.’”’ And the same air condition- 
ing system is used to cool both in an 
apple storage building turned sum- 
mer theater. The director of the 
Will-O-Way Theater tells about it on 
page 8. 


Facts and figures on the tremen- 
dous profit possibilities that ice cream 
selling brings to drug and grocery 
stores are arrayed in compelling 
fashion on pages 22-23. 

* *” * 


Bothered with some slow-moving 
commercial refrigeration equipment? 
Pack it up on a trailer and take it 
out where the rural prospects can see 
it. It won’t come back. And that 


isn’t the only profit pulling idea prac- - 


ticed by Tony’s of Kalamazoo. See 
page 24 for more. 
* * * 

Departments: What’s New, pages 
18-19. . . . Key to Air Conditioning, 
page 25... . Telling and Selling, page 
28....P. B. Reed, page 31... . Edi- 
torial, page 16... . Patents, page 30. 
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Air Conditioned Watch Repair Room 
Speeds Production, Reduces Breakage 


DENVER— Installation of a 20-ton 
Carrier air conditioning system, which 
is the only mechanically-refrigerated 
comfort cooling system in the retail 
jewelry trade here, has paid unex- 
pected dividends in efficient watch 
repair operations at  Kortz-Lee 
Jewelry Co. 

The store, largest of its kind in 
the Denver area, introduced a radi- 
cally new watch-making repair sys- 
tem when it opened in June of 1948. 

Instead of doing the work “out 
in the open” on the first floor, such 
as is usually the practice, three full- 
time watchmakers are located in a 
soundproofed basement room, imme- 
diately adjacent to the air condition- 
ing plant. 

Here, temperature is maintained at 
78° the year-round, with 100% ad- 
mission of fresh, outside air, glare- 
less fluorescent lighting, and other 
features which make the shop an 
exceptionally pleasant place to work. 

Application of comfort cooling to 


the room has produced around 25% 
better production during the summer 
months, according to K. A. Lidholm, 
watch repair manager, and has cut 
down on breakage of expensive crys- 
tals and tiny watch parts. 

Parts, particularly crystals and 
metal parts which are subject to 
heat expansion and shrinkage, fit 
smoother, requiring less fumbling 
and hand-operations. 

Air conditioning likewise has done 
away with distortion and stress on 
watches, since the even temperature 
keeps each at the proper micrometer 
measurements for efficient repair. 


Arcticaire Moves Downtown 


KANSAS CITY, Mo. — Arcticaire 
Refrigeration Co. here, dealer for 
refrigerated display cases as well as 
manufacturer of compressor equip- 
ment, air conditioning equipment, 
etc., has moved to a new downtown 
location, at 1621 Grand Ave. 


Crosley Names Hughes 
To Head Housing Project, 
Apartment House Sales 


CINCINNATI — Frank J. Hughes 
has been appointed manager of na- 
tional builders sales for Crosley Div. 
of Avco Mfg. Corp., W. A. Blees, vice 
president and general sales manager, 
has announced. 

Hughes, who has been associated 
in the appliance and construction 
business the last 25 years, will head 
the division’s apartment house and 
housing project sales. 

He is a veteran of World War I 
and If. In the last war as a lieutenant 
colonel in the U. S. Army he was 
assigned to the European Theatre 
of operations. 

During his service he was logistics 
plans officer—transportation section, 
Allied Force Headquarters; deputy 
director of harbor craft, western 
Mediterranean, and executive officer 
of transportation section. 

After the war he became sales 
manager of the Heating Div. of The 
Garwood Industries. 


June Was ‘Spectacular’, 
Inland Empire Dealers Say 


SPOKANE, Wash.— June was a 
“spectacularly good month” for ap- 
pliance and radio dealers in the In- 
land Empire area of eastern Wash- 
ington, the Inland Empire Electrical 
Dealers Association reported recently. 


Dollar sales were from 15 to 20% 
better than dollar sales in June, 
1948—tthe biggest month last year 
dollarwise. Total units sales were 
17% over May and nearly equal 
June of 1948. 

The association reported that June 
freezer sales were up 82% over last 
year, refrigerators were up 28%, 
ironers up 33%, water heaters up 
11%, and washing machines up 6%. 

Despite this glowing report for 
June, however, a poll of the asso- 
ciation’s membership showed that 
47% of the dealers expected unit 
volume for this year to be up to 
15% worse than last year. Seven 
percent expected it to be up to 30% 
worse. 

Only 14% expected unit volume to 
be better than last year and 22% 
thought is would be about the same. 


Industry Wheels Moving ~ 
Again, Slump Near Bottom, 
Purchasing Agents Find 


NEW YORK CITY—The current 
downward business trend has just 
about hit bottom, industrial purchas- 
ing agents participating in a busi- 
ness survey conducted by the Na- 
tional Association of © Purchasing 
Agents seem to think. But they 
are keeping their fingers crossed 
until present wage negotiations in 
basic industries are completed. 

The survey found two thirds of the 
plants covered increased or main- 
tained production schedules during 
July while purchasing agents in- 
creased their buying somewhat. A 
large majority of buyers were still 
working on a hand-to-mouth to 30 
days basis, however. 

About 45% of the plants were re- 
ported as maintaining their June 
payroll average during July, while 
14% increased their payrolls. 

Though industrial inventories are 
generally continuing to be reduced 
sharply, there are indications that 
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minimum. Over-all purchased inven- 
tories are reported to be healthy and 
in balance with current requirements. 

Despite the recent sharp reduc- 
tions in prices, the purchasing agents 
believe that some prices still have to 
be cut more before they can be sta- 
bilized. 

The agents are purchasing very 
cautiously and are even passing up. 
quantity discounts in order to stay 
in line with short term production 
plans and to be in a position to. 
take advantage of further price re- 
ductions. 

The price trend is tending to slow 
up and level off, though, the purchas- 
ing agents found. 


Dept. Store Revives Same 


Meter Plan Used In ’30’s 


ST. LOUIS—The same meter plan 
that it used in the early 1930’s with 
considerable success has been revived 
by the Stix, Baer & Fuller Co. de- 
partment store here. 

“Three dimes a day is all you pay” 
is the slogan for the meter sales 
campaign launched recently by the 
store in a large newspaper advertise- 
ment. 

Under the plan, the customer 
makes a small down payment on a 
Frigidaire refrigerator and_ then 
merely feeds dimes into the meter. 
Once a month a store representative 
calls and collects the dimes. When 
the payments are completed, the 
meter is removed, and the customer 
is presented with a signed bill of 
sale. 


Carrier Adds Service Shop, 


Office In San Francisco 


SYRACUSE, N. Y.—The opening 
of a new and larger San Francisco 
office and service shop to act as 
west coast regional headquarters for 
Carrier Corp.’s marine refrigeration 
and air conditioning business was 
announced recently by Leo Starr, 
Carrier marine department manager. 

John Kooistra, veteran Carrier en- 
gineer, and manager in San Fran- 
cisco, is in charge of the expanded 
operation. West Coast marine sales, 
engineering and _ service will be 
handled by the office, which is located 
at 251 First St. in the heart of San 
Francisco’s shipping district. A serv- 
ice shop with an expanded stock cf 
spare parts and accessories is in- 
cluded in the new facility. 
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Let our new cata- 
i) log be a star per- 
i former for you, 
TOMICO BUILD COMPANY  6too. List prices 
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“It’s been on the level” 


““Seems to me, this is a good time for a dealer to do some sound thinking 
and add up what he’s got in the way of business assets. 


“As I consider the changing complexion of today’s market conditions, 
compared to the sellers’ market that we’ve enjoyed for the past few 
years, I am thankful that I have Kelvinator! 


“Frankly, when Kelvinator introduced its retail-minded program years 
ago, I was a little skeptical. For in its dealer franchise, Kelvinator pledged 
such things as an adequate market for every dealer . . . ever-new engi- 
neering improvements . . . retail-minded advertising . . . things that spell 
lots of sales, a chance to make a dollar, and real security for us dealers 
in a buyers’ market. 


“Maybe, in the past few years, I haven’t looked as closely as I should 
have at what those things could mean to me. When the customer was 
saying, ‘Just give me anything so long as it will keep foods cold’ . . . all I 
worried about was ‘more merchandise.’ 


“But today I am looking closely at what I’ve got in my franchises... 


GET MORE eo ee 


“ 


-»+- THE MOST VALUABLE 


and | know that through the years Kelvinator has kept its franchise 

promises. 
“Take Kelvinator’s policy of fewer and better dealers ... with an 
‘adequate market for every dealer.’ Today I am getting a renewed 
appreciation of what that means to me. Being one of a ‘few’ in- 
stead of a ‘multitude’ looks a lot more important than it did a 
year ago when buyers were plentiful. I don’t have to worry about 
too many other dealers in my town competing against me for 
Kelvinator business. 


“Yes, Kelvinator has kept its promise of ‘an adequate market for every 
dealer.’ And it is playing square with dealers in all other matters .. . 
on advertising, on its VIS training program, on its ever-new engineering 
improvements. Boy! Being first with those full-length door ‘cold clear to 
the floor’ Kelvinators has sure meant money in my pocket! 

“The point I’m making is that all these things square with the pledge of 
my Kelvinator Franchise. It’s been on the level! And as the days pass, it 
grows in stature and value! [ wouldn’t part with it for all the tea in China!” 


iy, echunator 


FRANCHISE IN THE APPLIANCE INDUSTRY 


RELVINATOR, Diviston Oo F NAS H-KELVINATOR CORPORATION, Dan 2 ee MICHIGAN 
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Army To Halt PX “Special Order’ Sales -- 


(Concluded from Page 1, Column 4) 
veniently available at reasonable 
prices.” 

The offer was rejected by the sub- 
committee. It was also criticized by 
Rowland Jones, Jr., president of the 
American Retail Federation, who told 
the subcommittee that retailers 
wanted the sale of so-called luxury 
goods through military stores com- 
pletely eliminated. 

“When military stores assume the 
proportions of modern department 
stores, sell at prices substantially 
below those prevailing in civilian 
outlets in the community, and allow 
merchandise to get into unauthorized 
hands, retailers feel a genuine 
alarm,” Jones said. 

Philbin reported that the services 
have agreed to the following other 
major changes in policy as a result of 
the subcommittee’s work: 

1. The Federal excise tax on luxur- 
ies is now being collected. 

2. Limits have been placed on over- 
the-counter sales to exclude costly 
goods. 


3. New regulations have been drawn 
up to eliminate purchases at military 
stores by, or for resale to, unauthor- 
ized persons. Under the new rules, 
customers of service stores will have 
to certify in writing that every pur- 
chase of $5 or more is for themselves 
or for use as a legitimate gift. 

4. By the end of the year, all 
commissaries (grocery stores) in 
metropolitan areas will be closed. 

5. Retired personnel and widows will 
be allowed to buy at military stores. 

6. Starting in 1950, all military 
stores will be known as “exchanges.” 


Nema May Range Sales 
Drop from ’48 Figure 


NEW YORK CITY—Sales of elec- 
tric ranges by member companies of 
the National Electrical Manufac- 
turers Association for May totaled 
52,881 units, the association reported 
recently. This figure was 47,616 units 
less than reported for the same 
month last year. 


What Is a ‘Good’ Premium Deal? 
Dealer Assn. Lists Check Points 


SPOKANE, Wash.—Are there any 
good premium deals? Are they ever 
justified ? 

The Inland Empire Electrical 
Dealers Association tackled these 
questions recently and, in its weekly 
bulletin, offered seven points for 
judging the soundness of premium 
deals as promotional techniques. 

However, the association made it 
clear that it considered all premiums 
dangerous because they can set off 
a trend of price cutting that goes 
from neutral to bad to worse. 

Here are the points of judgment 
as outlined by the association: 

“1. Is the premium closely related 
to the product being promoted? Does 
it in some manner sell or dramatize 
the use of the product? A selection 
of foods suitable for freezing might 
exemplify the flexibility and value of 
a home freezer and help sell food 
preservation. 

“2. Is the premium offered with 
one specific product as a special pro- 
motional technique? If it is offered 


with a variety of products, it takes 
on the appearance of just another 
across-the-board price cut. 

“3. Is it honestly and fairly ad- 
vertised—its purpose frankly stated— 
and its cash value not over-esti- 
mated ? 

“4. Is its cost within logical pro- 
motional limits? A dealer with an 
advertising budget of 2% of sales 
can hardly justify giving away items 
costing him $20 with $300 appliances. 

“5. Is the premium deal of sufficient 
promotional merit that the cost will 
be shared by manufacturers? 

“6. Is the plan made available to 
all dealers of the same brand? 

“7, Are well-known branded items 
avoided as premiums—to obviate dis- 
credit to brand names?” 

The association warned that in 
deals where a retailer might be able 
to buy a quantity of merchandise at 
less cost than the merchandise is 
offered to other dealers, such a prac- 
tice might be held in violation of 
the Robinson-Patman Act. 


= ‘\ 
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Deepfreeze .. 


WHATS IN A NAME? 
There's Profit in This one! 


MARK REG. U. 5. PAT. OFF. 


TRADE- 


Pacemaker Since 1938... 
Pins First Choice in America’s Homes! 


Bn 


“DEEPFREEZE”’ is the best known name among 
home freezers. Deepfreeze was First in the 
field, First to win acceptance as America’s great- 
est home convenience. The name ‘““Deepfreeze”’ 


has tremendous sales value, standing for quality 


and proven performance wherever it appears. 

““Deepfreeze”’ is the registered trademark of Deepfreeze 
Division, Motor Products Corporation. Only home freezers 
manufactured by Deepfreeze Division, Motor Products Cor- 
poration can bear this famous trade name. Only authorized 
dealers can use the name “Deepfreeze home freezer’’! 


THE DEEPFREEZE LINE IS THE PROFIT LINE FOR '49 


Deepfreeze national advertising for 1949 is sales-making ad- 
vertising. It is backed by the most complete dealer sales pro- 
motion program in Deepfreeze history. The Deepfreeze franchise 
is the Prorit franchise for ’49. 

Your Deepfreeze distributor has complete information on 


FIRST and FINEST in the HOME FREEZER fais! 


the Deepfreeze home freezer line, sales training helps for 
dealers, the sales promotion program, and the many great 


selling aids available for dealers! 


The Dewofreeg 


¢ Tranchite 


Nukes Oollars and Sere! 


Your Deepfreeze distributor will gladly explain details 
of the Deepfreeze franchise. Ask him about the national 
advertising program and the many practical selling 
aids for Deepfreeze dealers. You can sell 'em by the 
carload for a handsome profit! Don't delay—see your 
distributor today or write direct for details about 
America’s Number 1 home freezer franchise. 


DEEPFREEZE DIVISION © MOTOR PRODUCTS CORPORATION * NORTH CHICAGO, ILLINOIS 
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Locker Groups-- 


(Concluded from Page 1, Column 4) 
invitation was extended. .. . Many 
of the best-known operators in the 
nation have accepted our invitation 
to serve on the Operators Advisory 
Committee. 

“More than half of the available 
exhibit space at the Sherman has 
been reserved. ... 

“The New York State Locker As- 
sociation has joined the Institute as 
a group. Others will follow. The low 
cost for affiliation with the Institute 
will make it possible for the state 
associations to retain a greater por- 
tion of membership dues for state 
activities, where they are needed.” 

The FFLI’s announcement that it 
is opening membership to locker op- 
erators was reported in the New York 
State association’s monthly Locker 
News under the headlines: ‘Locker- 
men Rush To Join; Institute’s Pro- 
gram Rolls.” The lengthy article 
said, in part: 

“The Executive Board of the New 
York State Association highly en- 
dorsed the action, and has urged 
every locker plant in New York 
State to take immediate advantage 
of the countless benefits which will 
accrue from membership in the In- 
stitute.” 

Locker supplies and equipment will 
be exhibited at the NFFLA’s meeting 
in conjunction with the convention. 
A feature of the program for the 
latter, which will emphasize practi- 
cal locker-operating problems, will be 
a series of clinics on plant operation. 

Outstanding operators will discuss 
such topics as operating cost and 
income; home units and locker plant; 
processing, packaging, and merchan- 
dising frozen fruits and vegetables; 
selling frozen fish and_ seafoods, 
poultry processing and merchandis- 
ing; slaughtering; meat cutting and 
wrapping; curing, smoking, and lard 
rendering; and advertising. 

Locker operators who cure and 
smoke hams for their patrons will 
be able to take part in a new fea- 
ture this year, the first annual na- 
tional ham contest, scheduled for 
Aug. 29. Four classes will be open 
to operators with full cured and light 
cured hams in the 12 to 16-lb. and 16 
to 20-lb. groups. 

Also on the program will be a dis- 
cussion of frozen food cooking 
schools. 

Events on the first day of the FFLI 
meeting (Oct. 3.), according to the 
tentative program, will include the 
opening of exhibits; selection of a 
beauty queen to be named ‘Miss 
Frozen Food Locker of 1949”; a talk 
by John L. Hoppe, publisher of 
Locker Management, on ““Why 612,000 
New Families Rented Lockers in 12 
Months”; and a play entitled “Mr. 
Smith Modernizes His Locker Plant.” 
. On the second day, there will be 
breakfast conferences on slaughter- 
ing and meat cutting, a business ses- 
sion, and a luncheon. The preliminary 
program for the final day calls for 
breakfast conferences on packaging, 
wrapping, and marking, and on smok- 
ing, curing, and sausage making; 
presentation of the FFLI advertis- 
ing and merchandising program; and 
a buffet supper and the second an- 
nual meeting of the Polar Bear Club. 

Although the convention closes 
Oct. 5, exhibits will be open from 
9 a.m. to noon on Oct. 6, the ten- 
tative program shows. 

Both the NFFLA and the FFLI 
are planning entertainment programs 
for women attending their meetings. 


Maddocks Takes Post 
With Wahn Distributors 


BOSTON — Joseph A. Maddocks 
has joined Wahn Distributors, 674 
Commonwealth Ave., here, as sales 
promotion manager. 

He was advertising and sales pro- 
motion manager of a large industria! 
equipment company prior to joining 
Wahn Distributors. Maddocks has 
also has several years of retail mer- 
chandising experience in the news- 
paper field. 


Refrigeration Equipment 
WANTED | 


We desire to purchase all types 
of commercial refrigeration 
equipment of standard manufac- 
ture. Also interested in complete 
condensing units of standard 
make. Will pay cash. Give full 
details. 


Box 3231, Air Conditioning & 
Refrigeration News 
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“Pin Point” CAL Covittio’ 


nstant-acting Alco Solenoid Valves control 


refrigerant flow with “pin point'’ accuracy. 


They are electrically operated by the temperature 


of the medium to be cooled and respond instantly. 


Immune to heat, cold, moisture or current variations. 


Rugged, corrosion-proof construction e Moisture- 
resistant coils ¢ Positive closing ¢ Available at 
your wholesaler’s for all refrigerants and appli- 
cations. For full details request Bulletin covering 
intended use. 


ALCO SOLENOID VALVES 


od 


penta ALCO VALVE CO. 


Valves; Solenoid Valves; : : =o ae 
853 KINGSLAND AVE. + ST. LOUIS 5, MO. 


Float Valves; Float Switches. 
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[INSIDE DOPE 
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(Concluded from Page 1, Column 1) 


State vs. Private Capital 


Communists retort that govern- 
ments can create capital (through 
expropriation or printing inflationary 
money) and assign the uncommon 
men to convert this government capi- 
tal into jobs. 

But it doesn’t work out that way. 

When an uncommon man invests 
private capital it’s either his own 
money or dough entrusted to him. In 
the former case, he naturally doesn’t 
want to lose it. In the latter, he 
knows that if his new industry or 
service doesn’t pay off, he won’t be 
trusted with other people’s money 
again. 

He is not only cautious, and mighty 
sure he’s right before he goes ahead; 
but he’s also willing to put the last 
ounce of his energy into the task of 
making his project a winner. 

Government capital is either infla- 
tion stuff, or taken from _ people 
through taxes against their wishes, 


or both. It is handed out by politi- . 


cians, who play favorites, are sus- 
ceptable to bribes, and are more in- 
terested in keeping themselves in 
office by hiring votes than in build- 
ing an enterprise which will last. 
“Sufficient to the day is the evil 
thereof.” 
Net result: insecurity. 


Not only that, but government 
capital can damage already existing 
enterprises which are soundly man- 
aged and which keep thousands of 
payrollees “secure.” At the whim of 
a bureaucrat, Government can set up 
a project which . . . supported and 
subsidized by money wrung from tax- 
payers ... can operate at a loss for 
awhile, often long enough to drive 
going concerns out of business. 


Or, through loans and subsidies, it 
can prop up a poorly managed private 
business which deserves to fail, at 
the expense of well-managed com- 
peting corporations. Incompetency 
then is perpetuated, and competency 
undermined. 

Government-instigated and_ state- 
capitalized projects are more apt to 
be wasteful and temporary than 
those which furnish their own saved- 
up capital. They are prone to dis- 
sipate national wealth, rather than to 
augment it. 

Most times, they proceed on the 
assumption that what is will continue 
to be, and that justice will be done 
when work and capital are spread 
around. 

Nothing could be farther from the 
truth. Businesses are like plants and 
animals. They germinate, grow, and 
die. Spreading the “available,” with- 
out replacing the dying with infants, 
is slow death for all. 

Businesses and jobs must be re- 
created continuously. Uncommon men, 
if envigorated by hopes of large 
rewards, do the recreating. If 
thwarted by the envious, “security” 
disappears because businesses die and 
new ones aren’t conceived. 

Yet, that’s what’s happening today. 
It’s a result of the belief that Big 
Government protects the “common 


man,” and that uncommon men 
should be sat upon. 


Dewey and Dixon 


Columnist George Dixon quotes 
Gov. Thos. E. Dewey as saying: 

“There is one thing that bothers 
me. It is a vicious heritage from 
the Roosevelt New Deal. I mean the 
utter dependency of many of our 
people on government. 

“Too many Americans have come 
to depend upon government for a 
solution of all their problems, even 
the most personal ones. They seem 
to have forgotten the thing our 
founding fathers realized so well; 
that too much dependency on gov- 
ernment means surrender of personal 
liberties. 

“You ought to hear some of the 
calls that come to this office. People 
call up to complain that snow is 
blocking their driveway and demand- 
ing that the governor do something 
about it. Others demand to know 
what I propose to do about their 
chickens not laying. And whenever . 
a fan does not like the outcome of 
a prizefight he is almost certain to 
call up and demand I fire Eddie 
Eagan, chairman of the boxing com- 
mission.” 

“I think I know what you mean,” 
Dixon rejoined. “People are forever 
trying to dump their problems on 
Congressmen, although they would be 
the first to howl if Congress came 
out and announced that from now on 
it would run their lives. 

“About a year ago, for instance, 
Rep. Donald L. Jackson of California, 
received a letter from a lady con- 
stituent complaining that the cop on 
the beat kept spitting tobacco juice 


on her petunias. 
— 


HERMETIC — FOR 


LIMITED SPACE APPLICATIONS 


The amazing compactness of this new Tecumseh Hermetic makes it the ideal unit for 
applications where space is at a premium. Just 934” in diameter by 51%” thick! 

Yet this new single-cylinder, 1/10th horsepower unit brings you all the outstanding 
features that have made the larger Tecumseh models famous. Internal spring mountings 
for smooth, quiet, vibrationless operation. Positive forced-feed lubrication to bearing 
surfaces and cylinder walls. And a host of other Tecumseh features that assure a long 


life of trouble-free performance. 


Write today for all the facts. 


~, TECUMSEH PRODUCTS COMPANY 


CRiePtain = Z 
As 
— 
——. 
WORLD'S LARGEST INDEPENDENT PRODUCER OF COMPRESSORS AND CONDENSING UNITS FOR THE REFRIGERATION INDUSTRY 


Tecumseh, Michigan 


EXPORT DEPARTMENT: 2111 WOODWARD AVE., DETROIT 1, MICHIGAN 


Mr. Jackson wrote her, carefully 
explaining the distinction between fed- 
eral, state, and local government. 
He pointed out that it would be a 
bad thing if the federal government 
were permitted to interfere in local 
issues. 

“He congratulated himself on hav- 
ing enlightened one voter, but the 
other day he received a_ postcard 
from the lady: ‘He’s done it again.’” 


Dividing Doesn’t Multiply 


This notion so many people have 
that Government should divide the 
work and the wealth is utterly non- 
sensical. It rests on twin fallacies: 


(1) That there’s only so much 
wealth in the world (x tons of coal, 
x bars of gold, x billions of dollars, 
x manufacturing plants)—coal, gold, 
dollars, factories, etc., already in 
existence. 

(2) There are only a certain num- 
ber of jobs to be had (x millions of 
farmers, tool-makers, clerks, punch- 
press tenders, insurance salesmen, 
typographers, etc.). 

The history of any capitalistic 
nation shows the ridiculous puerility 
of these assumptions. When uncom- 
mon men, personally responsible for 
saved-up capital, are booted and 
spurred, there’s no limit to the wealth 
which can be created, or to the jobs 
which will come into being. 

So long as human needs are unful- 
filled, and so long as advertisers and 
merchandisers are allowed to pro- 
create new desires, more and better 
jobs will be provided. Incidentally, 
an equivalent growth of the capital 
formations which support these jobs 
will accrue, too. 


Government Spending 
Reduces Consumption 


“Spreading the work” means more 
government payrollees, in one form 
or another. Wages of these latter 
are extracted from suffering taxpay- 
ers, who thus don’t have as much to 
spend on honestly-produced goods as 
they would if their taxes had not 
been raised. As anyone who visits a 
City Hall or rides on a municipal 
street car can see, government pay- 
rollees don’t work so industriously as 
do those whose jobs depend upon 
private capital. 

Were taxpayers freed from sup- 
porting the beneficiaries of govern- 
ment “spread the work” chimeras, a 
lot of Forever Bureaucrats would 
have to go to work for a living. 
Directed by uncommon men, they’d 
produce more for themselves and 
everybody else. 

“Spreading” of jobs and wealth 
means subtracting, rather than mul- 


tiplying. When you divide capital, 
you exercise birth control on the 
germination of new capital. And 
when you “spread” work, you sub- 
tract from the incomes of job-holders. 


The Robin Hood theory of taxation 
(“ability to pay’) is the Al Capone 
method of bloodsucking those who 
take care of themselves, the thriving. 
Through parasitical vampirism, it 
levies tribute upon going businesses 
and hard working people. The latter, 
then can’t consume and invest as 
much as they would normally. 


Two Kinds of Votes 


Depending on Government for 
everything is equivalent to the use 
of economic contraceptives. It’s na- 
tional suicide, in the long run, be- 
cause governments tend to suppress. 

Only within a Jeffersonian democ- 
racy (“they are governed best who 
are governed least’) can a person 
make a living in his own way and 
vote his convictions at the same time. 

Free enterprise offers an economic 
vote, as well as a political vote. The 
citizen can decide how and where he 
will earn his bread and butter, and 
what and where he will buy. 

Within a police state, in contrast, 
the Dictators can_ retaliate for 
“wrong” political votes by depriving 
the voter of his means of livelihood. 
Also, they will surely tell him what 
to buy or not buy, and from whom. 

Political opposition to the Ruling 
Party is possible in America. Eco- 
nomic freedom of choice is also 
inherent in our system. 

Elsewhere, such opposition is an 
open invitation to starvation, in- 
carceration, and nasty retaliation 


against “innocent bystander’ mem- 
bers of one’s family. 
(To Be Continued) 


AIR CONDITIONING UNITS 


NATIONALLY 
ADVERTISED 


Complete Dealer 
Aid Program 


lf, to 10-ton sizes 


40 Years of Experience 


TYPHOON Air Conditioning Co., Inc. 


794 Union St. ¢ Brooklyn 15, N. Y. 


MASTER-BILT 


or Stainless Steel Exterior. 


plug in for immediate use. 


evenly and individually cooled. 


920 PALM 


Attached Unit Beverage Coolers are sold complete with Kelvinator or 
General Electric Sealed Condensing Unit, fully charged with gas and ready to 


Attached Unit 


BEVERAGE COOLER 


Now available in all models both Standard finish Baked Gray Enamel 


Gravity Coil Cooling .. . Not forced air; no fans. Addition of warm beer 
(compartment refills) does mot affect temperature of beer already cooled. 


Bottle Compartments . . . Coils (5@” tubing) form separate compartments 
for easy separation of brands. Each bottle has direct contact with coils, is 


Master-Bilt Ice Cube Maker can be installed at factory in BC-30-AU and 
BC-40-AU Attached Unit models. Model BC-20-AU, 14 H. P. Unit, 20- 
case capacity . . . Model BC-30-AU, 14 H. P. Unit, 30-case capacity ... 
Model BC-40-AU, 12 H. P. Unit, 40-case capacity. 

Rugged Construction . . . “Master-Bilt” by master refrigeration craftsmen to 
give long years of trouble-free service. 

Distributors and Dealers: There is some territory available. 
Write for details, 


MASTER-BILT 
REFRIGERATION wis. co. 


STREET + ST. LOUIS 7, MO. 
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ROOM AIR CONDITIONING 


“MERCHANDISER” 


Here's the display that creates a complete Room Air Conditioning 
department in your store! Takes up only a few square feet; on 
wheels for easy moving; sturdy wood and Masonite construction. 
Sells for you 4 ways: 1. Keeps the unit in constant display on 
your floor. 2. Shows how the unit actually looks in a window. 
3. Enables you to demonstrate the unit so your customer can 
actually feel the cold air delivery. 4. Tells the selling story to 
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Business! 


Everyone who walks into your store is a prospect for a Room Air 
And the MITCHELL “Merchandiser” prominently dis- 
played on your floor sells them! Just one look and they’re interested. 
Just one simple demonstration and they’re sold on MITCHELL Room 
Air Conditioning. 


Conditioner. 


You'll sell the MITCHELL Room Air Conditioner like any major 
appliance package. Just two models handle all types of rooms. Each 
is a complete package—installs easily in any window—plugs in like 


a radio—no plumbing connections required. 


Your market is unlimited. Every home, office and institution in your 
community is a prospect. We'll show you how to get into this profitable 
business easily, quickly, with minimum outlay. Send coupon today and 
learn how easy it is to sell MITCHELL Room Air Conditioners with 


the action-producing “Merchandiser” and Selling Plan. Act Now! 


MITCHELL MANUFACTURING COMPANY 
Air Conditioning Division 
2525 N. Clybourn Ave., Chicago 14, Illinois 


Show me how I can get into the Room Air Conditioning business with the MITCHELL : 


“Merchandiser' and Simplified Selling Plan. Send details to my personal attention. § 
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‘For One Convenient Source ~s._J 
Deal with Authorized 
DETROIT Wholesalers! 


No. 673 
Thermostatic 
Expansion Valve 


No. 450 FB3 
Pressure Control 


EpETRO 


LUBRICATOR COMPA 
5900 TRUMBULL AVE. 
DETROIT 8, MICHIGAN 


Division of Amrnican Rapuator & 
~ Standard Savitary conronation 


DETROIT HEATING AND REFRIGERATION 
CONTROLS e ENGINE SAFETY CONTROLS e 


FLOAT VALVES AND OIL BURNER EQUIP- 
MENT e DETROIT EXPANSION VALVES AND 
T 


REFRIGERATION ACCESSORIES e STATION- 
ARY AND LOCOMOTIVE LUBRICATORS 


CANADIAN REPRESENTATIVE: RAILWAY 
& ENGINEERING SPECIALTIES, LTD.— 


MONTREAL, TORONTO, WINNIPEG — 


Serving home amd imalucatry AMERICAN-STANDARD « AMERICAN BLOWER « CHURCH SEATS 


DETROIT LUBRICATOR + KEWANEE BOILER + ROSS HEATER « TONAWANDA IRON 


Playhouse Director Uses Same Units To Cool | 


|| Audience In Summer, Store Apples In Winter 


By C. Dale Mericle 


BLOOMFIELD HILLS, Mich.—‘In 
the summer we take out the apples 
and bring in the ‘hams’.” 

That’s the way W. W. Merrill, 
director, explains how the Will-O- 
Way Playhouse in this wealthy 
Detroit suburb converts a _ refrig- 
erated apple storage building into a 
summer stock theater and uses the 
5-ton Frigidaire refrigeration plant 
as an “air conditioning” system. 

“It’s worked pretty well most of 
the time, too,” he says, “except on 
opening night, of course, when we 
had a full house of 300. 

“That night, the system wouldn’t 
work at all. We found out that the 
machine was low on _ refrigerant, 
which made the head pressure so 
high that the high-pressure switch 
would cut out as soon as the ma- 
chine started.” 

A charge of refrigerant the next 
day took care of the matter very 
nicely, Merrill reports. 

“Incidentally, in the audience on 
that opening night was R. F. Calla- 
way, Frigidaire branch manager in 
Detroit [he retired this spring], and 
a lot of other General Motors execu- 
tives, including C. E. Wilson, presi- 
dent. 

“When the refrigeration system 
failed to operate, Callaway took a 
lot of good-natured kidding from the 
other G. M. people before he rolled 
up his sleeves and went backstage 
to look at the machine himself,” 
recalls Merrill. 


é 
~~ 


Although here disguised as a theater auditorium, this large room served as a refrig- 
erated apple storage most of the year, but in summer it's converted into the Will-O-Way 


Playhouse. 


The 5-ton refrigeration system pre-cools the auditorium before curtain-time. 


soe oe 


~———— 


ciency. Just send your name and address. 
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AIR AND WATER COOLED MODELS 
Y% HP. TO 30 HP. , 


REFRIGERATION nes yu see ate 


i a a a a 


horsepower hour? 


ve Refrigerating equipment installation 
, engineers know that the refrigeratin 
. capacity of a condensing unit is measure 
\ in terms of BTU’s produced 
\ horsepower. How many BTU’s in a 
| horsepower hour depends entirely upon 
compressor design and operating effi- 
ciency. Cost of BTU production is the 
whole cost of refrigeration. 


Obviously, if a required refrigeration 
capacity can be produced with /ess horse- 
power, Jess running time, /ess wear in the 
unit, you can see where worthwhile in- 
stallation economies can be effected plus 
a greater customer satisfaction. 


BRUNNER MANUFACTURING CO. 


er hour 


UTICA 1, NEW YORK, U.S.A. 


a po YOUR BUSINESS it’s well to know all the answers. It will be time well spent to let a Brunner factory 
resentative show you the many reasons why Brunner compressors deliver such a high and dependable 


REFRIGERATION 
CONDENSING UNITS 


++. @ size and type 
for every purpose 


He hastens to emphasize that “no 
one considers this a perfect theater 
cooling system, but it does fit per- 
fectly with the strictly informal at- 
mosphere we try to maintain. 

“Our patrons come here for fun, 
and some of them are even amused 
by our ‘air conditioning’ setup,’”’ Mer- 
rill adds. 

This is by no means a new instal- 
lation. In fact, when the apple stor- 
age was built on the Merrill estate 
and the Frigidaire system installed 
back in 1935, it represented the first 
refrigerated apple storage building 
in this part of the country and re- 
ceived considerable attention, the di- 
rector stated. 

The Will-O-Way organization it- 
self also goes back a number of 
years, for its first season was in 
1940. After a five-year interruption 
due te the war, it resumed its 10- 
week summer seasons in 1948. Five 
plays with a two-week run each are 
usually presented by the cast of pro- 
fessional and “semi-pro” actors and 
actresses drawn from stage and 
radio. 

Despite the informality, however, 
this theatrical venture is a commer- 
cial proposition, it is pointed out, and 
seats have to be reserved well in 
advance for most performances. 


SEATS IN STOREROOM 


The “theater’s’” seats are located in 
the 40 by 60-ft. section of the build- 
ing that serves as the apple storage 
from October to April. Out in front 
the apple display and sales room 
doubles as the “outer lobby” during 
the summer months complete with 
box office, billboards, and _ refresh- 
ment stands. 

In the back of the building the 
section used as the apple sorting 
room houses the stage, lighting con- 
trol panel, the 5-ton Frigidaire water- 
cooled compressor, scenery, etc. 

Designed to maintain temperatures 
of 32° F. during the winter, the 
cooling system incorporates six 
Frigidaire blower coils. These are 
mounted back to back in pairs on 
three roof trusses down the center 
of the storage room, which has a 
capacity of 25,000 bushels (or 300 
theater-goers), so that the air is 
directed to the sides of the “audi- 
torium.” 


Condensate from the blower coils: 


is disposed of “informally,” too. It 
runs from drain pans beneath the 
coils through rubber hoses emptying 
into pails along the sides of the 
auditorium. Ought to be mighty 
handy in case of fire. 

Although the refrigeration system. 
maintains a temperature of 32° for 
apples, the theater patrons are not 
subjected to such frigid conditions. 
After all, no one in the theatrical. 
business wants a “cold” audience. 

Besides, there’s another problem 
that must be considered: these unit 
coolers are not the quietest method 
of cooling air. They don’t have to. 
be, of course, in most applications, 
but here the actors’ lines wouldn’t. 
be heard over the noise of the fans. 

So here’s what Merrill does: 

“We start the refrigeration system. 
in the middle of the afternoon, and. 
by curtain time (8:30) the audi- 
torium is cooled down to about 68°. 
The patrons who arrive early may 
find it just a bit chilly. They might 
expect this anyway when they see: 
the big cold storage door at the 
main (and only) entrance. 


TURN OFF SYSTEM 


“Just before the curtain goes up 
we turn off the system, leaving only 
an evaporative cooler operating. This 
helps some. Between the acts we 
turn on the refrigeration system 
again to cool down the auditorium, 
and usually we let our intermissions 
run as long as 15 or 20 minutes to 
give the machine half a chance. We 
cover up the noise somewhat by play- 
ing records over the P.A. system. 

“The temperature in the audi- 
torium during the second act isn’t 
quite so good as during the first, 
and during the third act it’s even a 
little worse. However, all the 
patrons get into the spirit of the 
thing, so we have a lot of fun.” 

No attempt is made to disguise the 
fact that the “theater” is an apple 
storage most of the year. Rather, 
Merrill’ tries to capitalize on this 
phase of the operation. 

“We give apples and cider to the 
patrons, and use the apple in our 
scheme of decoration. There are 
several cartoons in oil on the walls 
(murals, as it were), depicting the 
age-old stories involving apples. 


William Merrill, director of the 
Will-O-Way Playhouse, shows 
Actress Bette Wright the 5-ton 
Frigidaire © compressor that 
“cools apples in winter, ‘hams’ 
in summer," as he expresses it. 
Above the unit is the control 


panel for stage lighting. 
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; PROFIT FROM MANY PROSPECTS 

t Your own satisfied customers—people you already deal with 

: —are potential buyers of the Crosley Kitchen Freezer. Many 
own refrigerators without enough storage space for frozen 
foods. They want that storage space. The low-priced Crosley 

p as Kitchen Freezer is their answer. 

y 

s 

: PROFIT FROM GROWING DEMAND 

ly Hundreds of people in your own area need the Crosley Kitchen 

. Freezer. 

? * City people who haven’t room for a large freezer — 
* Farm and rural families who need a link between frozen 

: food lockers and the kitchen 

t, % Small restaurants, clubs and retail food outlets 

a 

> PROFIT FROM MORE VALUABLE USE OF SALESMEN’S TIME 

e Your salesmen sell the Crosley Kitchen Freezer to the same 

: people—at the same time—they sell your other principal items. 

is 

“ PROFIT FROM OUTSTANDING FEATURES 

of Only the Crosley Kitchen Freezer gives you all these out- 

Is standing selling points: a 

d P : oo : _ | * World’s lowest-priced home freezer 

_ | ete oo: E : , * Designed for the most convenient spot in the house—the 

os . 4 kitchen | | 

* Holds more than 100 pounds of frozen foods 
* Table-height linoleum-covered work surface 


WRITE today for details about Crosley’s profit opportunities. ‘Or call 
your nearest Crosley distributor: 


Crosley Division, Avco Manufacturing Corporation 
1329 Arlington Street, Cincinnati 25, Ohio 


SHELVADOR* REFRIGERATORS... KITCHEN FREEZERS... RANGES 
---RADIOS...RADIO PHONOGRAPHS... TELEVISION 


*® 


Aveo Better Products for Happier Living 
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CHICAGO—Details of two success- 
ful sales contests staged recently 
for both sales and service personnel 
were presented to members of the 
National Appliance and Radio 
Dealers Association at their recent 
midyear meeting here by William 
H. Murray, a Paoli, Pa., retailer. 

One of the contests, a 15-day cam- 
paign, resulted in the sale of 122 
items, including 22 electric ranges 
and 15 freezers compared with a 
quota of 10 each. The other contest, 
which lasted 14 days, produced sales 
of 79 articles, among which were 35 
freezers and 23 refrigerators. 

Murray, who uses the slogan, “One 
of Pennsylvania’s Largest Freezer 
Dealers,” also outlined his program 
for merchandising that product. 
Among other things, he listed 10 
methods employed to _ promote 
freezers, on which his firm concen- 
trates, and described how prospects 
are approached. 

The 15-day contest was opened with 
a dinner meeting, conducted in co- 
operation with one of Murray’s ap- 
pliance distributors, for all sales and 
service personnel. The latter were 
brought into the contest in an effort 
to get leads that might not be 
reached by the salesman, it was ex- 
plained. 

Through a study of weekly sales, 
the firm fixed quotas for both dollar 
and unit volume. Then, five teams 
were formed from service personnel, 
each team being captained by a 
salesman. 


By John O. Sweet 

“To add a little interest,’’ Murray 
pointed out, ‘we gave each team a 
name: the Speed Queen Demons, 
RCA Racketeers, Grand Grafters, 
Bendix Bandits, Kelvinator Krakpots. 
One salesman was assigned to each 
team. 

“Each item sold carried a value 
in points which went toward the 
team score. The team scoring the 
greatest number of points in the 
15-day period divided a grand prize 
of $60, or $10 each. 


Prospect Form Used 


“High point values were placed on 
items we wanted to ‘push.’ For ex- 
ample, Kelvinator freezers carried 
1,000 points; Bendix model G, 500; 
Kelvinator TM refrigerator, 600; and 
console radios, 1,000. 

“Each prospect which the service- 
man contacted was reported on a 
‘Prospect Form,’ signed by the serv- 
iceman, and assigned to his team 
salesman. Commissions were paid in- 
dividually to the serviceman on each 
sale on which he had reported a lead. 

“The amount of commission to be 
paid on each item was set up and 
distributed among the servicemen. 
The commission on a Kelvinator 
freezer sale, which was turned in by 
a serviceman, was $20. 

“A large, brightly-colored display 
board was drawn up, representing a 
‘speedway’ with a racer for each 
team, and posted in the service de- 
partment. Each day, the racers 


Dealer Tells How He Conducted Quota-Topping Contests for Sales, 
Service Personnel; Outlines 10-Point Program That Sells Freezers 


carried the total number of team 
points earned to date and the total 
dollar sales. As a daily reminder, 
cartoons and humerous quotations 
were posted in eye-catching spots. ... 

“The contest proved to be more 
than successful . . 119% of our 
goal, the winning team having a 
total of $5,798. Against our quota 
of 141 pieces to be sold, we sold 122, 
or 86%. 

“However, we went over the quota 
on some individual items. For ex- 
ample, we sold 22 electric ranges 
against our quota of 10, and 15 
freezers against our quota of 10.” 

Upon completion of the contest, a 
“victory celebration dinner’ was held 
and free tickets to a National League 
night ball game given out, Murray 
said. Team prizes were awarded at 
the dinner and, in addition, there 
was a jackpot of silver dollars. 

“For each sale made by a service- 
man or salesman on a lead from 
the serviceman,’ Murray reported, 
“a numbered ticket was given out, 
each ticket being worth a chance 
on a certain number of dollars in the 
jackpot. The more sales, the more 
chance the serviceman and the sales- 
man had at the jackpot... . 

“Over 50 leads were turned in 
by the servicemen during the contest, 
many of which have resulted in sales 
since that period.” 

The other contest was designed 
to promote the sale of Philco pro- 
ducts. Again, an over-all quota was 


set and five teams formed, with five 
_) 
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The NEW PAK-A-WAY 
FREEZER BIN 


S JHEMW19I0 


Priced, Styled & Designed 


MODEL 350 
3.5 CU. FT. CAPACITY 


MODEL 1500 


15.07 CU. FT. CAPACITY 


MODEL 800 


8 CU. FT. CAPACITY 


MODEL 2100 
21.33 CU. FT. CAPACITY 


Here’s the Schaefer Pak-A-Way line! Every- 
thing you want or have wanted in a home 
freezer, with many exclusive features. But best 
of all, the Pak-A-Way line is priced to sell. 
Size for size, they lead the field in value. 

The new Pak-A-Way Freezer Bin,exclusive 
with Schaefer, is a space saver that will enable 
you to sell many customers who could not 
heretofore find room for a freezer. 

Investigate the Pak-A-Way line. Then com- 
pare it with any other. 


LOOK AT THESE FEATURES 


* Automatic alarm bell * Interior lights 
* Fingertip, automatic latch with built in 
lock * Counterbalanced doors * Improved 
hardware * Sealed-in, space saving insulation 
%* Removable shelves and dividers * Remov- 
able food storage baskets * Ice cube maker 
(optional) * Accessible temperature control 
* Recessed toe space * Baked Dulux enamel . 
finish * Extra coiling for faster freezing 
* Hermetically sealed refrigeration unit * 5 
year warranty on unit * 5 year food spoilage 
protection warranty. 


MADE BY 


Manvfacturers of Schaefer Ice Cream Cabinets, Clearview 
Ice Cream and Frozen Food Merchandising-Display Cabinets, 
Pak-A-Way Home and Farm Freezers. 


~ ee #25 


SINCE 1929 * MINNEAPOL 


Just What I Want 
A FAMOUS MAKE 


» FREEZER 


Appliance Dealer William 


and Storage efficiency 


Mary's 


Save exeeey with @ wew Monee Fevesett Boy eroee ecomemtically ie largve quantities 
Frewen frais... vegetables create. beded goods and pecaped fotdh. Store therm anfety 
fox womtien. A. pew word of better Siving end greater inure! 


MURRAY’S HAVE ALL THE FAMOUS 


HOME FREEZERS 


* KELVINATOR | 
* PHILCO 


Now iheer.. desige) quay Gonstruetion. .. yout'lt 
fard them af ie sur There collection of Frans Make 
Hamme Frommers now er display: The heat im Freesing - 
te shane foe every Bates ant 
parpons. Flee-yenr warrenty gm ouch unit. Free Nie 
weture, Shop in for © tind demonstention. You. 
cn expect woe get veil ana high quality oxtving at 


H. Murray, who concen- 
trates on the sale of home 
freezers, uses newspaper 
advertising extensively the 
year-round as a part of 


* DEEPFREEZE 
* WILSON his promotional program. 
x HOTPOINT Note “box” in lower part 


of advertisement calling 
attention to 10-day free 
trial. Other phases of 
Murray’s freezer program 
are described in the ac- 
companying article, to- 
gether with details on two 
recently-staged contests 


You TAKE NO CHANCES :.. 
MURRAY'S GIVE YOU A 


10 Gar. 
= FREE TRIAL 


He Coorptate Suaintaction Or Vou Moray Meturomdt 


for sales and service per- 
sonnel. 


a 
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MURRAY 


[ 
§ ELECTRICAL SHOP — 


PAOLI, PENNA. 


OPEN WEBREEDAY, FRIDAY sod SATURDAY 
VeMIRCS 1 a 
an : ; 


servicemen and a salesman on each 
team. 

Murray explained that the follow- 
ing rules were established for pay- 
ing commissions and awarding 
prizes, provided the over-all quota 
was reached: 


Details on ‘Pay-Off’ 


“1. Each serviceman who turns in 
a lead or who has already turned 
in a lead which results in the sale 
of a contest product during this con- 
test will be paid a commission of 
5% on the net sale after trade-in 
or allowances. 

“2. Each serviceman who closes a 
sale himself, involving contest pro- 
ducts during this contest, will re- 
ceive 7% commission on the net sale. 

“3. Each man on the team which 
makes the quota set for the team 
will receive $10. 

“4, Each man on any team which 
makes . $500 over the quota 
will receive an additicnal $5 or a 
total of $15. 

“5. Each man on any team which 
makes $1,000 or more above the 


quota receives an additional $10 or 
a total of $20. 

“6. Each man on the first team 
hitting one-half the quota will re- 
ceive $5. 

“7, Each man on the first team to 
hit the . . . quota set for the team 
receives $10. 

“8. At the end of the contest, if 
it is a success, we will go to dinner 
and to an Athletics-Yankees ball 
games... . 

“9. At the dinner, a minimum of 
$100 will be chanced off (cash and 
prizes) to servicemen and salesmen 
who have participated in sales of 
contest. products.” | 

During the contest, Murray added, 
a “daily double’ was announced each 
day. Any serviceman or salesman 
who sold the item involved that day 
received double commission on the 
net sale. The “daily double” was 
posted in the service office each 
morning. 

The 14-day contest, according to 
the speaker, resulted in the sale of 
35 freezers, 23 refrigerators, nine 
air conditioners, six television sets, 


(Concluded on next page) 
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Freezer Demonstrations at Murray's Based 
On Answers to 8 Questions About Prospect 


(Concluded from preceding page) 
five radio sets, and one range, a 
total of 79 items. 

Turning to the subject of selling 
home freezers, Murray first told how 
his firm selected its lines, which in- 
clude five makes. He said selection 
was based on the manufacturer’s 
reputation; quality, construction, and 
features of the freezer; and price. 

“In selecting freezers for construc- 
tion features,” he stated, ‘we par- 
ticularly looked at the quality and 
quantity of insulation, type and 
capacity of the compressor unit, 
whether or not the cabinet was ‘Bon- 
derized,’ and whether genera] appear- 
ance was pleasing. 

“On the subject of features, we 
selected the freezers with a view 
toward the ease of use. Such fea- 
tures as counterbalanced lids, storage 
baskets, sharp freezing sections, sig- 
nal alarms, interior lights, etc., were 
taken into consideration. 

“On price, we attempted to keep 
abreast of the current market by 
determining at what price the public 
was buying or willing to buy a 
given freezer, and an effort was made 
to give the public the best value 
for their money. 


Cost Per Cubic Foot 


“In doing this, we broke down the 
retail cost of the freezer by cubic 
feet. We know that to get good 
value the public should pay between 
$30 and $35 per cubic foot, up to 
15 cu. ft. In larger sizes, the cost 


per cubic foot would be correspond- | 


ingly lower.” 


After selecting the lines to be | 


handled, the firm next formulated a 
sales training program, Murray re- 
called. He noted that this program 
involved sales training schools with 
the distributors and in the store. 

“We hold our own training sessions 
at the store and we set aside sessions 
for the distributors’ salesmen to pre- 
sent the sales features on each of 
the freezers we handle,” he continued. 
“We also encourage the use of home 
freezers by each of our salesmen. 
At present, all of our sales personnel 
and many of our servicemen have 
their own home freezers.” 

The next consideration is service, 
he declared. 

“We have a service force of four 
refrigeration men,’ NARDA mem- 
bers were told. “We give 24-hour 
service on freezers, and this point 


is strongly stressed in the sale of | 


freezers. We maintain a large and 
complete stock of parts, motors, com- 
pressors, etc., and all of our service 
personnel on refrigeration have at- 
tended factory training schools.” 
With its freezer lines chosen and 
its sales and service organization 
well trained, the firm was then ready 


rm 
WANTED: Experienced / Major 
Appliance Salesmen 


Due to increased demand for Amana 
Home Freezers and Freezer-Refrigerator, 
we are in immediate need of several 
additional experienced appliance sales- 
men in our field sales organization. 

Write fully concerning your past ex- 
perience. All replies held in strictest 
confidence. Address E. L. Hinchliff, Di- 
rector of Sales, Amana Society, Refrig- 
eration Division, Amana, lowa. 


DON’T MISS THE — 

Cth Madeley 
REFRIGERATION AND ~ 
AIR CONDITIONING 


NOVEMBER 


14-18 


1949 


> et Het vee ae we 
ATLANTIC CITY, N. J. 


SPORLAN VALVE COMPANY 
Manufactures 


SOLENOID VALVES © SOLENOID PILOT CONTROLS 
MODULATING PILOT CONTROLS © REFRIGERANT DISTRIBUTORS 
STRAINERS © CATCH-ALLS * and the Only THERMOSTATIC 
EXPANSION VALVES with FLOW MASTER ELEMENTS 
and SELECTIVE CHARGES 


to undertake a promotional program, 
Murray said. He outlined this pro- 
gram as follows: 


“1. Our freezers are prominently 
displayed on our showroom floor. 


“2. At least one of the freezers on 
the floor is complete with frozen 
foods. We find this very important in 
the promotion of sales. 


“3. We use newspaper advertising 
extensively the year-round, using 
three or four local newspapers. These 
advertisements take various forms; 
some are of the institutional type 
and others of the promotional type. 

“4. We periodically hold sales de- 
monstations at our store, which are 
given by a home economist supplied 
by the distributor or by the local 
utility company. These demonstra- 
tions are usually attended by from 
25 to 50 people. 

“5. We have a trailer fully 
equipped, including home freezers, 
and this is displayed at local fairs, 


, 
wy 


and between fairs we use the trailer 
to travel throughout the local area 
on door-to-door canvass and prospect 
follow-up. 

“6. We make a practice of handing 
out free packages of frozen food in 
order to acquaint the customer with 
the quality and variety to be had 
through the use of frozen foods. 

“7, We use the rental plan, where- 
by a freezer may be rented from us 
at a nominal monthly charge, which 
may be applied toward the purchase 
price after three months. 


5,000 Get Direct Mail 


“8. We have used direct mail ad- 
vertising. In one case, we circularized 
5,000 names taken from an automo- 
bile registration list for a period of 
nine months. This campaign was 
handled by Deepfreeze, with Reuben 
H. Donnelly doing the mailing. 

“9. We have made a practice of 
selling the combination package. By 
this we mean a refrigerator and 
freezer, using models which will give 
you a total cost under, or slightly 
higher than, the cost of a two-door 
combination refrigerator with a 
locker. We have found this works 
our very successfully. 


“10. We have advertised free trials 
on home freezers for a 10-day period, 
and we have offered, through news- 
paper advertising, to give a certain 
amount of free frozen food with the 
purchase of a home freezer.” 

Murray explained that in approach- 
ing prospects for a home freezer, the 
company endeavors to get answers to 
the following questions: 


“1. Are they now using a freezer? 

“2. Are they using a locker? 

“3. Where are they living and what 
is the type of residence (farm, own 
home, apartment) ? 

“4, Number in family? 

‘5. Do they have a garden? 

“6. Do they have access to pur- 
chase of food at quantity prices? 

“7. Do they fish or hunt? 

“8. Do they have any food pre- 
ferences ?” 

Murray continued: 

“Our salesman will see that his 
demonstration is based on knowledge 
he has gained... 

“We point out ‘to the customer 
that the foods frozen at their peak 
are the finest tasting. We also point 
out that a saving of $20 or more 
monthly can be realized from using 
a home freezer... . 


“We also point out the convenience 
of a large, ready supply of food in 
the home freezer stocked ahead, 
thereby eliminating trips to the store. 
On the subject of variety, out-of- 
season foods can be enjoyed when not 
available at the store. 


“Our sales story also stresses the 
economy of purchasing a larger 
freezer, as the cost per cubic foot 
is correspondingly lower. 


Accent on Service 


“Reference to the quality and type 
of service we render is always in- 
cluded in our sales story. This is a 
very important part of our story, as 
failure of a customer to receive pro- 
per service in an emergency can re- 
sult in the loss of a quantity of 
valuable food. 

“We here at Murray’s have con- 
centrated on the sale of home freezers 
and have done a great deal of pio- 
neering in this field and at a time 
when they were somewhat of a 
novelty. We have found that in this 
field, comparitively speaking, there 
is little competition. We find that in 
view of the lack of competition we 
are able to maintain prices and 
realize a good profit... .” 


Sel/ all types 
of difficult 
prospects... 


USE THE pu PONT ‘SEAL 
TO CLOSE: THE! DEAL 
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“Dulux” seal! 
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tested, too. 
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REG. U. 8. PAT. OFF. 


GALS FROM MissouR!I have to be 
shown, demand proof. Win their 
confidence by pointing to the Du Pont 


To doubting customers who want 
visible proof of quality, the “Dulux” 
seal tells a convincing story. It reas- 
sures them at a glance that they are 
\ getting a finish good for years of wash- 
able, mar-resistant service and spark- 
ling good looks. And you can tell them 
that Du Pont ‘‘Dulux’’ is rigidly pre- 


If your manufacturer supplies you 
“Dulux’’-finished appliances without 
the seal, ask him to include the seal 


in the future. It’s a tested sales aid 


that helps swing many a difficult 
prospect into the “‘sold’”’ column. 


HERE’S SELLING MADE EASIER! FREE 
new informative booklet gives you 
profitable “selling points” for appli- 
ances finished with DULUX. Send 


coupon today for your copy. 


erie cere ce ee ee mie > ages 


E. I. du Pont de Nemours & Co. (Inc.) 
Finishes Division, Dept.A.C. 98 


Wilmington 98, Delaware 


Information on the Outside.”’ 


Please send, free of charge, your new illustrated booklet, ‘Inside 


Name Title 
Firm 

Address 

City. State 
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AIR CONDITIONING & REFRIGERATION NEWS, AUGUST 8, 1949 


Spring Campaign Results 
May Break Philadelphia 
Range Sales Record 


PHILADELPHIA—A spring sales 
campaign on electric range and home 
freezers, which ended on June 30, is 
expected to boost range sales for the 
first half year up to or beyond the 
record breaking figures chalked up 
for the first half of 1948, the Elec- 
trical Association of Philadelphia an- 
nounced recently. 

Home freezer sales are also show- 
ing “gratifying results,” the asso- 
ciation said. 

During the campaigning, which ran 
from March 22 to June 30, more 
than 2,000 persons attended 67 range 
and freezer demonstrations. 

The association reported: ‘The 
dealers who have conducted such 
demonstrations have found that the 
demonstrations not only direct pros- 
pective customers to their stores but 
actually resulted in the closing of 
sales and the developing of excel- 
lent prospects for future closing.” 

It added: “While the demonstra- 
tions were primarily in the interest 
of electric ranges and home freez- 
ers, many other items of electrical 
merchandise stocked by the respec- 
tive dealers were purchased by those 
attending the demonstrations.” 


La Crosse Cooler Vacation 


LA CROSSE, Wis.—lLa _ Crosse 
Cooler Co. has announced that its 
annual vacation period will be from 
Aug. 27 to Sept. 6. Only a skeleton 
organization will be working during 
this period. 


Nash-Kelvinator Reports 
Record Sales Volume 


DETROIT, Aug. 1—Nash-Kelvina- 
tor Corp. today reported the greatest 
volume of sales in its history in 
both the quarter and the nine months 
ended June 30. 

Volume for the quarter was $99,- 
717,073, an increase of $3,473,483 
over the previous record quarter 
ended March 31, and $10,541,720 
larger than in the _ corresponding 
period a year ago. Sales for the 
nine months totaled $280,238,699 com- 
pared with $232,711,670 in the like 
period last year. 

Earnings for the quarter and nine 
months followed the upward trend 
of sales. Net earnings after provision 
for Federal and state income taxes 
were $7,254,248 or $1.67 per share of 
stock for the quarter ended June 30, 
compared with $7,136,525 or $1.64 per 
share in the preceding three months 
and $5,053,704 or $1.16 per share in 
the corresponding 1948 period. For 
the nine months ended June 30, net 
earnings were $20,250,063 or $4.66 
per share against $15,446,528 or $3.56 
per share in the like period a year 
ago. 

Sales of Kelvinator and Leonard 
appliances, following the normal sea- 
sonal pattern, were 37% greater in 
the June quarter than in the preced- 
ing three months, said George W. 
Mason, president. Demand for re- 
frigerators was unexpectedly strong 
in June as a result of increased con- 
fidence of the general public in the 
stability of current prices, and to a 
lesser extent, to the long heat wave. 
Production schedules were increased 
in July to replenish dealers’ ab- 
normally low stocks, he said. 


Used Box Prospects Hold 
Out for Longer Guarantee 


CASPER, Wyo.— That the pur- 
chaser of a trade-in refrigerator is 
becoming more “cagey” in his selec- 
tion is illustrated by the experience 
of Christensen Electric Co. here— 
which recently restored slacked off 
trade-in refrigerator sales by increas- 
ing guarantees to one year. 

Formerly, the Wyoming dealership 
offered rebuilt boxes with only the 
standard 90-day guarantee prevalent 
through the west. However, when 
rebuilt refrigerators offered on this 
basis failed to move, the management 
queried several unsold prospects as 
to what feature was felt most neces- 
sary in such a purchase. 

“In almost every case, the trade-in 
buyer proved to be more interested 
in a worthwhile guarantee, promising 
efficient service from his refrigerator 
than appearance, hardware, or 
make,” it was indicated. “When we 
increased the guarantee to one year, 
most sales resistance dropped off.” 


Pappas Co., G. B. Wilson 
To Represent Gloekler 


ERIE, Pa.—Gloekler Refrigerator 
Co. here, manufacturer of commer- 
cial refrigerators, has announced the 
appointment of two new manufac- 
turers’ representatives. 

Evan N. Pappas Co. of Columbus, 
Ohio, will represent the Gloekler in- 
terests in Ohio, West Virginia, Indi- 
ana, and Kentucky; and George B. 
Wilson of Baltimore will handle it in 
Maryland, Delaware, eastern Penn- 
sylvania, and southern New Jersey. 


Typical of the many problems A. O. Smith has 
solved in engineering and building electric 
motors to specific product requirements is that 
of The Clipper Manufacturing Co., Houston, 
whose “Clipper Comfort” home-cooling fan 
is pictured here. 


If you are seeking improved performance 
in your product, or if you require special 
characteristics in your power component, 
consult the A. O. Smith man. For at A. O. 
Smith, where research has long been “big 
business,” an experienced research and engi- é 


neering staff is at your disposal, to help =@ cy ippeR COMFORT FANS, for hot-weather cooling of 
homes, are designed to operate vertically or (as pictured 
here in an attic-floor installation) horizontally. The ““Hush- 
¢ Hush” blades, of specially treated canvas, are screened by a 
ceiling shutter which opens automatically when the fan 
starts, closes when the fan stops. 


integrate electric motor design with your  @ 
special product design. e 


Write for Bulletin No. EM-152 


24-HOUR MOTOR SERVICE 


A. O. Smith Product Service Division provides 
fast, low-cost electric-motor service to more than 
200 authorized service stations, on a 24-hour, 
off-the-shelf basis. Factory Service Branches and 
Warehouses at Union, N. J., Chicago, Dallas, 
Los Angeles. 


A.0. Smith Builds ELECTRIC MOTORS 


for hundreds 

of products, 

including 
CLIPPER 

COMFORT 
FANS 


A. O. SMITH ELECTRIC MOTORS for Clipper Fans, like all 
A. O. Smith Motors, are designed to provide the maximum 
in compactness, safety, and trouble-free service. Quiet, cool- 
running, these motors are 1725 rpm, single-phase, 115/230v., 
capacitor start, wound for dual rotation. Ball bear- 
ings are pre-lubricated and self-protected from dust. 
They are capable of carrying loads 24 hours a day. 


Ask the A. O. Smith man about electric motors 
for both special and standard uses 


ELECTRIC MOTORS 


A. ©. Smith Corporation + New York + Boston * Cleveland 

Atlanta + Chicago * Detroit * Milwaukee * Houston + Tulsa 

Dallas + Denver + Seattle + Los Angeles * San Francisco * Motor 
Export Department: 13 East 40th St., New York 16 
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Ice Cream for the Freezer 


Big Container Display Catches Home Unit Owner’s Eye 


4 


KIRKWOOD, Mo.—lIce cream sales 
volume has been tremendously in- 
creased at the fountain of the Rexall 
Drug Co. here, by means of a dis- 
play which promotes %, 1 and 2% 
gal. containers of ice cream to home- 
owners who are using freezer units 
for food storage. 

T. Craycraft, head of the store, 
developed the sign when he found 
that a large percentage of the better- 
income, suburban dwellers surround- 
ing this southwestern St. Louis area, 
were home freezer owners and inter- 
ested in the economies which could 
be effected by large-size purchasing. 

Therefore, to catch their attention, 
he placed a large poster sign at the 
left of the counter, which is seen by 
every entering visitor. Lettered on 
the top of the sign are the words 
“Bulk ice cream for your ‘Deepfreeze’ 
or that special occasion!” 

Below, on the surface of the sign, 
several waxed cardboard containers 
have been cut in half, and pasted on 
the sign, giving the appearance of 


projecting through the sign itself. 
Shown are a %-gal. size at $1.25, 
1-gal size at $2.35, and a 2%-gal 
size container at $5.75. 

“We point out the sign to every 
customer who owns a freezer,” Cray- 
craft summed up, “and by constantly 
suggesting it, we have made it regu- 
lar habit for many to purchase in 
the large size.” 


Video Salesmen Adopt 
Ice Man’s Approach 


CINCINNATI—An adaptation of 
the ice man’s home window card 
has been developed by Crosley to 
promote sales of television sets and 
at the same time eliminate tiresome 
cold canvassing. 

The company has prepared a card 
which retail salesmen can hang on 
door knobs. It reads: 

“If you’d like to see the 
Show tomorrow night in your own 
living room on Crosley television, 
just put this card in your window 
today with the other side facing the 
street and I’ll be out tomorrow night 
with the set. No obligation to you, 
of course.” 

It is suggested that salesmen affix 
cards to the door of homes which do 
not have television antennas. 


eee eee 


Legum Gets Crosley Line 


WASHINGTON, D. C.—Legum Dis- 
tributing Co. here recently an- 
nounced, in a full-page newspaper 
advertisement, its appointment as a 
distributor in this area of Crosley 
products. American Wholesalers for- 
merly held the Crosley franchise. 


Pamphlet Describes Uses 
Of ‘Aerocor’ Insulation 


TOLEDO—tThe thermal and acous- 
tical uses of the newest addition to 
the family of Fiberglas insulations, 
“Aerocor’’—a_ blanket-like material 
made of “superfine” glass fibers—are 
described in an 8-page publication 
issued by Owens-Corning Fiberglas 
Corp. here. 

The publication is illustrated with 
several photographs pertaining to ap- 
plications, which include refrigera- 
tors, air conditioners, home freezer 
units, refrigerated trailers, and hot 
and cold-keeping appliances. Also in- 
cluded in the booklet is a section on 
the material’s physical properties. 


IEEDA Adds New Chapter 


SPOKANE, Wash.— The addition 
of the Stevens County, Washington 
chapter to the Inland Empire Electri- 
cal Dealers Association was announc- 
ed recently by the association. 

Officers of the new chapter are 
Vern Barney of Colville, president; 
John Kinkaid of Chewelah, vice 
president; R. T. Paine of Colville, 
secretary-treasurer; and J. W. Bouska 
of Chewelah, governor-at-large. 


The attractive des 
features 


able line to handle. 


The sturdy cons’ 


ign and 
included in 
Everfrost Fountains make 
Everfrost the MOST profit- 


truction and 
dependable performance 
built into Everfrost Foun- 


ation with the LEAST 
amount of service. 


Completely self-contained 
units and simplified plumb- 
ing mean that with Ever- 
frost you can offer your 
customers the LOWEST pos- 
sible installation and or- 
iginal investment costs. 


FOUNTAIN EQUIPMENT 
gives you greater FLEXIBILITY 


EVERY UNIT SELF CONTAINED 


With the new Everfrost Unit-Built line of fountain equipment 
you can give your customers exactly the type of installation 
that will best fill their particular requirements. Each piece of 
equipment is available as an independent self-contained unit 
or may be used for remote installation. The Everfrost Refrig- 
erated Carbonator and Water Cooler offers a plentiful supply 
of perfectly cooled carbonated and sweet water — All-Dry 
refrigeration entirely eliminates the messy water bath — 
Simplified Plumbing reduces installation costs — Self-contained 
compressor on a slide-out channel base for easy servicing — 
Investigate ALL the features of Everfrost equipment that will 
pose more satisfaction to your customers and more customers 
you. 


Write Today for Full Information 
on the Entire Everfrost Line. 


CARBONATOR 


425 


ANDERSON & WAGNER INC. 


g 
8701 South Mettier Street + Los Angeles 3, Calif. 
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Window Display Lists 
21 Refrigeration Uses 
In Large Dept. Store 


ST. LOUIS—The importance of re- 
frigeration and air conditioning to 
department store service was drama- 
tized here recently when Union Elec- 
tric Co., local utility, made up a 
window display listing the equip- 
ment used by Stix-Baer-Fuller, lead- 
ing metropolitan department store. 

The display developed by the com- 
mercial sales department of Union 
Electric, occupied the center of the 
window. It listed in sections, 21 
uses of commercial refrigeration in 
everyday service in the store. 

With a photograph of the store 
building in the center, the sign was 
divided into columns, which _indi- 
cated to passersby at how many 
points refrigeration was of daily 
service. 

In the first column, under the 
heading ‘‘Downstair’s Store” were 
listed 1,800-hp. air conditioning com- 
pressors, 800-hp. water circulating 
pumps, a 3-hp. soda-fountain unit, 
and a 3-hp. ice-making unit.:- 

In the second column, under “Main 
Floor,” were listed a 12-hp. soda 
fountain cooler and a 1%-hp. low- 
temperature refrigerator. 

Under “Sixth Floor tearoom” were 
listed a 5-hp. frozen foods locker, 
a 5-hp. ice cream factory, a 5-hp. 
low-temperature box, a 2-hp. salad 
unit, a 2-hp. drinking-water unit, 
a 3-hp. flake ice unit, and a 1-hp. 
refrigerated garbage room. The 
garbage room, incidentally, was one 
of the first installed in a department 
store. 

Under the _ following heading, 
“Seventh Floor,” were listed a 10-hp. 
fur vault for storage of costly cloth- 


ing. 
Under “Eighth Floor,” a %4-hp. low- 
temperature __ refrigerator, %4 -hp. 


dough retarder for the bakery, a 
1%-hp. chocolate-dip machine were 
listed. The 10th floor cafeteria has a 
144-hp. low-temperature refrigerator, 
a %-hp. ice cream cabinet, a %-hp. 
drinking water cooler, and a 180-hp. 
roof cooling unit for the store’s air 
conditioning, as well as 15-hp. drink- 
ing water unit, according to the dis- 
play. 

The display, calculated to arouse 
public interest in the part played in 
their everyday lives by refrigeration, 
created much comment, according to 
R. C. Sansbury, executive of the 
sales division of the Missouri utility. 


Better Milking Campaign 
In Nebraska To Feature 
Mechanical Milk Coolers 


LINCOLN, Neb. — A _ series of 
“Better Milking Days’ will be held 
in Nebraska in late October, it is 
announced at the University of 
Nebraska. Mechanical milk cooler 
manufacturers will join with the ag- 
ricultural extension service to help 
stage the meetings, it was reported. 

Meetings will be in the form of 
clinics at which coolers, milking ma- 
chines, and similar equipment will 
be demonstrated as a means of en- 
couraging efficient and economical 
production of high quality milk. 


MOTOR-BASE 
ADAPTERS 


Motor Service at 
its best: A replace- 
ment motor, and a 
set of Motor adapt- 
ers to make it fit. 


SERVICEMEN SEE YOUR JOBBER 


Motor Adapter Corporation 
4730 JOY ROAD 
DETROIT 4, MICHIGAN 


Vg to Ys hp.—101-D 
Yn to 3%, hp.—102-C 
1 to 3 hp.—103-C 


ACCESSORIES 


~ Superior 


Testimonial! 


Restaurant Assn. Reports 
Savings Up to $100 from 
Using Ice Cube Makers 


CHICAGO — An automatic ice 
maker will provide a restaurant op- 
erator with 100 lbs. of ice for about 
15 cents (cost of water and electri- 
city), the educational department of 
the National Restaurant Association 
pointed out in its July bulletin. 

The item said: “An automatic ice 
maker makes crystal-clear ice cubes, 
350 per hour, or more than 8,000 per 
day. Veronica Morrissey of L. S. 
Ayres, Indianapolis, reports a saving 
of $100 per month on one machine 
alone, compared to the cost of ice 
cubes purchased from an ice com- 
pany. 

“Mrs. Damon, Damon’s, Cleveland, 
expects to pay for her machine in 
one year out of the savings. Approxi- 
mate cost for water and electricity is 
15 cents per 100 lbs. of ice.” 


Sporting Goods Store Displays “Big Ones’ Under Refrigeration 


DENVER —A_ novel custom-built 
display refrigerator used exclusively 
for the display of oversize record 
mountain trout has been a potent 
business-builder at Max Cook Sport- 
ing Goods Co., at 16th and Larimer 
Sts. here. 

The Cook store, which year after 
year has sponsored customer-attract- 
ing contests for record trout or 
largest number of points on deer 
antlers to stimulate business, has 
found that nothing attracts the ardent 
sportsmen so much as display of out- 
standing catches or kills. 

Therefore, to display effectively 
huge prize-winning trout which have 
been caught by store customers, Dave 
Cook, owner, purchased a low-tem- 
perature display box on _ wheels, 
which could be positioned anywhere 
desired in the store. 

The cabinet is 4 ft. high, 3 ft. 
wide, and 2% ft. deep. At the top, 
a double thickness of glass panel 
slants at a 45° angle to permit a 
downward view into the top of the 
box. In the shallow refrigerated area 


vided by a %4-hp. compressor, 
mounted at the bottom, which will 
provide temperatures from -10 to 
0° F., during all operating condi- 
tions. The entire unit is mounted on 
four caster wheels, with an extended 
cord which makes it possible to dis- 
play the record fish on the sidewalk 
if necessary. 

Early this summer the display re- 
frigerator was showing three all-time 
record fish caught in the Colorado 
Rockies, including trout ranging 
from 9 pounds to 21 pounds. Each 
was frozen rock-hard, and will re- 
main in perfect condition, although 
exposed to heavy traffic and high 
heat loads throughout the day. 

A loose-leaf page “bulletin board” 
just above the slanting glass dis- 
play panel, is utilized to give details 
of contests, for newspaper clippings 
about record trout catches, etc. The 
refrigerator is usually stationed just 
inside the front door of the store, 
where it is a natural step for in- 
terested visitors to the fishing tackle 
department. 


behind this Thermopane glass, there 
is sufficient space to display three 
or four king-size fish. 

Refrigeration for the unit is pro- 


© 


Let Servel £0 Zo bat 


on your refrigeration problems! 


refrigeration applications. 


@ Compact—Simple to Install 
@ “Pull-Out” Rail Edge Base 
@ Fully Wired 

@ No Oil “Slugging” 

@ Forced-Feed Lubrication 

@ No Belts—No Seals 


Models—% HP thru 3 HP 


You get more than a 


Servel hermetically sealed Supermetic units are available in 
all sizes from Y% HP through 3 HP. Also available is a full 
line of belt-driven units built around Servel “‘Superpact”’ 
compressors for direct current, odd frequency, and mobile 


Servel Supermetic Features 
That Build Sales Profits 


@ Low and Medium Temperature 


condensing unit when you buy 


a Servel Supermetic 


Supermetic 
Water-Cooled 
Y% HP Model 


If you are planning a new fixture or air conditioning unit, you might profit 
by having Servel’s team of electric refrigeration experts step up to the plate! 


More and more manufacturers are finding that the outside, experienced 
viewpoint pays off, many times, in a better product, more economical assem- 
bly, or more profitable sales. Servel offers complete laboratory facilities for 
testing fixture products, under simulated field conditions that may help you 
spot weaknesses. Our team of experts might be of valuable assistance in 
planning assembly, in laying out production lines, in mapping your sales or 
distribution strategy. Your problems will be treated in complete confidence, 
as our experts work hand-in-hand with your men. 

These services are available to Servel customers—free of charge. They 
represent one of the many extras you get when you buy Servel Supermetic 
condensing units. 

If we can help you, then write, wire, or phone Servel, Inc., 
Electric Refrigeration Division, 1908 Kentucky Avenue, Evans- 
ville 20, Indiana. 


SUPERMETIC 


for every commercial 
refrigeration requirement 


Servel also manufactures the Servel Gas Refrigerator, Servel Ball-Type Gas Water Heater and the Servel All- Year Air Conditioner. 
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As One Dealer Sees It: 


Classified Advertising with Full Details 


ENGLEWOOD, Colo. — Classified 
advertising is by far the most effec- 
tive tool for keeping trade-in refrig- 
erators moving rapidly, according to 
George Goorman, head of Goorman 
Electric Co., Hotpoint dealer here. 

Goorman deplores the theory of 
many appliance dealers that it re- 
quires “legerdemain” or _ special 
stunts in order to move trade-in 
boxes. 

“The secret is merely to play up 
the outstanding feature of every re- 
frigerator in classified advertising,” 
the Englewood dealer said. ‘There 
are always homeowners interested 
in getting a particular make, or who 
want a small cubic footage box for 
apartment use, or an oversized box, 
where large families are concerned. 
We have found that by including 
more complete details about each 
box in every classified advertisement, 
sales come far more rapidly.” 


Re 


> vt 


Moves Trade-In Refrigerators Rapidly 


Goorman Electric has _ simplified 
trade-in operation by making up a 
“blue book” which offers a standard- 
ized trade-in allowance on each of 
15 makes of refrigerators, with a 
“plus margin” for those which are in 
tip-top condition. Salesmen are not 
allowed to exceed the allowance. 

“We have found that this is not 
difficult to do, with most homeowners 
now willing to accept a fair allowance 
on the old box,” Goorman said. 

The trade-in refrigerator picked 
up by the truck at the same time the 
new box is delivered, is merely 
cleaned up in Goorman’s shop, tested, 
and sold for the most part “as is” 
with varying. guarantees, based on 
the amount of allowance, and an ex- 
pert opinion by the shop’s chief me- 
chanic. 

A classified advertisement is 
written on the same day all old 
boxes are received, and the com- 


pany may run anywhere from one to 
six such advertisements in a com- 
munity newspaper, which reaches 
farmers and suburban residents. 


Advertisements give such informa- 
tion as “Hotpoint, 8 cu. ft., perfect 
running conditioning, ideal for large 
family.” Another may point out 
“Cramped for space? Here’s a 4-cu. 
ft. apartment-size refrigerator which 
will solve your problems, $99.50.” 

These “more informative’ adver- 
tisements go a lot farther than vague, 
over-terse trade-in advertisements 
which tell little or nothing about the 
refrigerator, according to the Colora- 
do dealer. To date, it has never re- 
quired more than three insertions of 
the same advertisement to sell the 
refrigerator involved. 


Kalamazoo Stove Reports Loss 


KALAMAZOO, Mich.—The Kala- 
mazoo Stove & Furnace Co., major 
appliance manufacturer here, and 
subsidiary reported a net loss of 
$371,278 for the six months ending 
June 30, after charges and Federal 
taxes. ; 

For the first half of 1948, the com- 
pany made a net profit of $563,661. 


Vv 


Introducing ‘Trade-In Tommy’ 


Trade-In Tommy, at the 
extreme left, is a 20-year- 
old Monitor-Top G-E re- 
frigerator. Purpose of the 
bizarre decoration is to 
dramatize the theme 
“Trade in your old refrig- 
erator while there is still 
a breath of life.’ The pro- 
motion was sponsored by 
Inglewood Plumbing & 
Appliance Co. of Ingle- 
wood, Calif. Appliance 
Manager T. E. Trollope 
stands beside the refrig- 
erator which is reportedly 
still running. 


Refrigerator prospects are impressed instant- 
ly and convincingly by the swift, simple and 
striking Inland “Magic Touch” demonstration. 
They want all the ice trays in their refrigerators 
to work the marvelous “Magic Touch” way. For 
them—no more inconvenience, no more prying, 
thawing, splashing or handling dripping blocks 
of ice. It works like this... — 


@ lift the grid from the tray 


New refrigerators fully equipped 

with Inland “Magic Touch” Ike Trays 

fst give your customer ‘. | 
“complete ice convenience © 


* 
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y 


by | 


INLAND MANUFACTURING DIVISION 


General Motors Corporation, Dayton, Obio 


7 a Lag tes 4 : sad 
3 All cubes are free, separate, dry 


Take advantage of the compelling sales appeal 
in this demonstration. Make sure that the auto- 
matic refrigerators you sell this year are fully 
equipped with Inland “Magic Touch” Ice Cube 
Trays, designed and made to give faster freezing 
and longer service. And stock them amply for 
replacement sales. Get these customer-demand 
sales and profits. 
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Dealers Who Cash Bad 
Checks May Face Trial 


DENVER—U. S. District Judge J. 
Foster Symes announced recently 
that there will be an intensive crack- 
down on appliance retailers who ac- 
cept checks without proper indenti- 
fication. Merchants who later com- 
plain of bad checks may be sum- 
moned for aiding and abetting dis- 
honesty through improper attention 
to check cashing, he said. 

Judge Syme’s warning came as a 
result of an increasing number of 
bad check charges being brought 
against “customers” by Denver mer- 
chants. The judge severely criticized 
retailers for accepting rent receipts, 
bank books, or other identification 
as sufficient for cashing checks. 

“Next time this happens, the case 
will be presented to the grand jury 


Sales Incentive Booklet 
Is Brought Up To Date 


DAYTON—A new, up-to-date edi- 
tion of “Money Isn’t Everything” 
has recently been issued by Cappel, 
MacDonald and Co., orginators of 
merchandise prize incentive cam- 
paigns for sales organizations. 

Money Isn’t Everything is a 24- 
page booklet which explains not only 
the operation of a merchandise prize 
incentive campaign but also, more 
important, deals with a number of 
factors confronting executives in re- 
lation to their salesmen. 

Contents of the book include such 
topics as: . . . how to get the most 
from a salesman in today’s competi- 
tive market; the extra ingredient 
that makes a salesman work harder; 
how to capitalize on the family in- 
fluence in order to get a man to sell 


more goods; the type of sales cam- 
paign -considered a sure thing by 
many sales executives. 

Copies may be obtained, without 
charge or obligation, by writing to 
R. S. Bare, Cappel, MacDonald and 
Co., Cappel building, located in Day- 
ton, Ohio. 


for action on charges of aiding and 
abetting a crime,” Judge Symes said. 

He pointed out that the govern- 
ment had been put to much expense 
of late in tracing down bad check 
passers, almost invariably due to 
carelessness on the part of the re- 
tailer. 


A D N | MEET | it 
om Titchener’s 
b. New Sample-Making Service 


' for welded-wire, wire-and-strip-steel assemblies 


\i1y, Needed Help... But Fast !!!! 


“9 Recently the chief cabinet engineer of a well-known 
corporation brought us his troubles. He needed prompt 
delivery of hand-made, new design samples—im- 
portant decisions hinged on their arrival. But his 
usual supplier was tied-up. He wondered if we could 
help him? 


Could We? Pronto—we went to his aid by 
launching a new department! We formed a special 
Sample-Makmg Department by calling in men 
from all over our organization. An engineer from 
here—a die maker from there—a production man 
—and so on until we had a service of experienced 
craftsmen. 


Happy Ending eee and Beginning! 


We pulled our distressed friend out of 
trouble so well.that he’s been using our 
newly formed service ever since. 
And it’s a spanking good depart- 
ment—brim-full of cost-saving 
ideas—ready, able and rarin’ to 
serve you. 


Vian 
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What’s YOUR Problem? 


. .. Sample-making? . . . Production? We're ready for anything 
—in welded-wire or wire-and-strip-steel. Just send us your blue- 
print—or write or phone your requirements. 


wire 
Goops 
Headquarters 


For 63 Years 
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® WASHINGTON, D. C.—The U. S. lightning damage. lated here recently by a contest in 
. Department of Agriculture has an- “Farmers, of course, are better Which entrants guessed the weight 
- nounced that it is proposing to ENGLEWOOD, Colo. — Through Hartshorn has a simple argument. prospects for the larger freezer, up 4 —— — og ony = on ga 
e change Federal meat grading provi- studying the application of the home “It is easy to point out and prove to 16 and 22 cu. ft.” Hartshorn ‘i pe seme _ . “] 2 tet 
> sions so as to require minimum in- freezer to the average family’s life, by mathematics to the prospect that added, “since the cost of trips into scale i oF ed - . we 
spection for federally graded meats and matching locker plant service the combined use of a rented locker the locker plants are high. But for pig allele ington. 
¥ not produced under Federal inspec- with it, J. S. Hartshorn, owner of and the small home freezer will the most part, we have been stressing “Those entering the contest show- 
i tion. Englewood Lockers here, has worked actually save money,” Hartshorn said. the small size. ed great interest before determining 
u In brief, the new provisions would 0ut a selling plan which he has found “For example, we point out to a the weight of the food,” the institute 
~ require non-federally inspected plants “sure-fire” with suburban community typical prospect that a 6-cu. ft. Kel- ‘Coldest Refrigerator’ reg mere = eg _ oo ie 
y using Federal grading to have before- ‘Wwellers and farmers. vinator home freezer will cost him = res ay, : rt res je endmaggen be ing 
" and-after slaughter inspection of ani- “We encourage sale of the smaller $210, with approximately $1 a month Playing Vital Role In age eevee we he ae re a 
mals and carcasses by qualified size home unit in combination with for operation cost. The rental locker, ro manufac geod ooklets in order 
4 veterinarians and to maintain certain a rented locker,” Hartshorn said, on the other hand, will hold twice Biological Production a praiigd Pies Pine estimate of the 
e sanitary standards in plant opera- “although we sell the large size pri- as much, and cost him approximately ae peony 
e tions and on premises. ay 4 pod = out long distances $1.15 a month. ZIONSVILLE, Ind. — What is N y 5 i A r 
. Some meat is Federally graded in parc “If the prospect is interested ori- claimed to be the coldest refrigerator 
y plants which distribute wholly within P Bs =. bac os rig ginally in buying a larger model, we on record—it will reach -128° F.— . ¥. State Locker ssn. 10 
states and thus do not have the wellers that renting a locker an point out that 12-cu. ft. home jg playing a vital role in the produc- s * 
Federal inspection of meat sanita- using a small home freezer will give freezer will cost $200 more, plus at _ tion of human and veterinary biologi- Meet In Ut ica, Sept. 12 13 
tion and wholesomeness required of them double advantages, additional least half again as much operating cals at the Zionsville Biological La- 
plants doing interstate business. ‘Storage space, and actually save cost, amounting to around 90 cents poratories of the Pitman-Moore Co. FORT PLAIN, N. Y.—The New 
While Federal meat grading pri- money, we have been able to sell per month. here. York State Frozen Food Locker 
marily determines quality, the De- freezers to many of our customers.” “When the customer recognizes The 32-cu. ft. freezer was made for Association will hold its annual con- 
partment recognizes that many con- Under the plan, when a home these added costs, he finds that he Pitman-Moore by Robert C. Webber, Vention in the Hotel Utica in Utica 
_ sumers mistakenly associate the freezer prospect is found, Hartshorn can rent a locker for the rest of of Webber Appliance Co. here. It On Sept. 12 and 13, George R. 
grade stamp with inspection. This points out first that maintaining a his life, receive much better service, is designed for the storage of tissue Schiemer, executive secretary of the 
action would assure consumers that small-size home freezer will provide for the actual extra amount which and as the first step in a new pro- 8roup, has announced. 
only wholesome meat will be Fed- the family with an adequate supply would be expended 7 the large duction process known as lyophiliz- About 200 lockermen from all 
erally graded and that these meats of sharp frozen foods of all types freezer. ing, which is said to extend the parts of the state are expected to 
have been slaughtered and prepared for immediate use, while larger quan- “The smaller home drecner permits potency of certain biologicals from attend. The Italian Room of the 
under sanitary conditions. tities of the same foods and “special keeping on hand a large variety of about 40 days to over a year. hotel will be devoted to about 20 
‘ Many states, counties, and cities in Purchases” may be kept in the twice- frozen foods, while maintaining the In lyophilizing, the biological pro- booths which will be manned by 
* which these plants ame tanned have 42S-large rented locker. rented locker gives the homeowner ducts are first quick frozen, then suppliers of locker plant equipment 
i, ample sanitary safeguards. The pro- Where many prospects are toying a chance to buy a dozen chickens, dried under a high vacuum, and fin- and supplies. Exhibit space is being 
f posed new provisions are aimed at with the idea of installing a large side of beef, pork whole, etc., at a ally sealed under vacuum or placed __ sold on a first come, first serve basis 
- setting minimum inspection require- home freezer and doing away with good price plus the advantage of in a container filled with an inert to both associate members of the 
ments for all non-federally inspected the frequent drive to the locker plant, professionally handled processing.” gas such as nitrogen. association and to non-members. 
meats which are Federally graded. 
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- Simple Preparation Used 
h As Frozen Food Ad Theme by 
' WILSON SECTIONAL MODELS 
“ ROCHESTER, N. Y.—Sales of - 7 
frozen foods were promoted at Weg- PF zerosare I renosare <2 
,. cis euneinn teen ees s The Freezer that Never Gets too Small =, P aucn 
” newspaper advertisement which em- 7 F P wn wae 
i phasized that meals are more inter. | 494 ¢@ue when you sell Wilson Sectional Models—you’re never saddled with meee | & crt 
a esting and easier to prepare with a “long” inventory of used freezers—you’re never faced with the problem of HEHE 
frozen foods. . ° os fe ce 
, The advertisement was built around selling the same freezer twice! a. 
a photo of a woman filling a basket ° P 
o ost Asie Seah, Goa eae Your cadiomers save when they buy Wilson Sectional Models because ~ : 
d counter in a Wegmans Market. The | they never run short of freezer storage space ... when they find their needs : EEEEEEE 
- advertisement caption read: oS 
Tins aenk thins Genres i Weeane, have increased they aay add an additional section to their present Wilson a : 
= take two or three moments to ex- Freezer. a 
plore. Walk over and look in Weg- 
mans big, modern frosted food cases. You propel because you make another new sale when your customers come 
See how many new ideas you find| — back for additional sections. 
there . . . ideas to help you make 
. your meals more interesting, easier to Your caslamers froget because they are not faced-with trade-in loss 
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U. S. Proposes Stricter 
Control of Meat Bearing 
Federal Grade Stampings 


prepare. 

“Frozen French fried or whipped 
potatoes for hurry-up dinners. Sweet, 
jumbo frosted shrimp. Frozen orange 
or grape juice with that just-squeezed 
flavor. Row after row of delicacies 
at a workingman’s price ...a 
miracle made possible through re- 
frigeration. See what treats’ Weg- 
mans Frosted Food cases hold in 


store for you.” 
REFRIGERATION 


SHAN PRODUCTS 


BEST QUALITY 
To SILICA 


used in all 
SHANK 
DEHYDRATORS 


Always fresh, highest quality 


LESS COSTLY TO REPLACE 
THAN REFILL 

Users find the low cost of Shank 

Dehydrators makes it more prac- 

tical to replace than to refill. 


Stocked by leading 


Computing Costs Convinces Customer 


Suburban Operator Sells Idea of Locker 
Rental Plus Purchase of Small Freezer 


Also, the Denver locker operator 
stresses the fact that it is dangerous 
to go away on vacation, leaving the 
large-size home freezer unwatched 
over that period. Frequent power 
failures have occurred in the com- 
munity, resulting in spoilage of large 
quantities of food, as well as some 


Weight Guessing Contest 
Prompts Study of Freezer 


WASHINGTON, D. C.—Consumer 
interest in home freezers was stimu- 


Wilson sectional construction makes in- 
stallation easy—and with Wilson Sec- 
tional Models you have the additional 
sales point of “‘reach-in” convenience. 
Wilson sectional models are available 
from 22 to 120 cubic feet capacity— 
and Wilson sectional models take up the 
smallest amount of floor space per cubic 


foot of capacity. 


All Wilson Freezers Are Covered 
by the 5-Year Warranty Plan! 


e It protects your customers against food 
loss due to power shortage or unit 


fective sealed unit. 


REFRIGERAT 


ORS AND FREE 


Model S-10A 


Silica Gel for better drying—will breakdown. Sectional 

< —_, —— om Storage 
opper ubin rass ngs— 

felt filter. 1” & 2” 0.D. e It guarantees you replacement of any de- Cabinet 


New Household Refrigerator 


Ice Cream and 
Frozen food 


| Model FI-62 


Zero°Safe Model FF-60 Storage Capacity 2030 pounds 


Self-Contained Freezer Model FF-15 


er 
oh Walk-in Refrigerator 


Wilson helps you make sales with a 
national merchandising and advertising 
program in the following publications: 


jobbers. Write us 
for details. 


CYRUS SHANK CO. 


631 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 


Country Gentleman 
Poultry Tribune Hoard’s Dairyman 
Farm Quarterly Ice Cream Review 


Some valuable franchises still available.— 
Write or wire Dept. 8-AC today 


Zero’Flow Milk — 


‘WILSON REFRIGERATION, INC. 
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BETTER COILS... 
FOR BETTER COOLING 
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They’ll Do It Every Time... . By Jimmy Hatlo 


“tf REMEMBER HOW THEY USED Y SHE SHOULD HAVE 
AND LEAVE MY MOTHER Y TO COO AND WoO BEFORE KNOWN THAT ANYBODY 
OUT OF THIS! AFTER ALL, ree THEY WUZ MARRIED? ~/ WHO WORKS FOR THIS 
IT'S HER HOUSE WE'RE THEM WUZ THE OUTFIT IS AN ERK-JAY& 
LIVING IN! SHE'S ALWAYS)” as x TOLD ~\ GOOD OL’ DAYS« U 
BEEN VERY NICE TO YOU THIS MORNING »* y 
YOU-AND WHAT WHEN I LEFT IT COULD Se Bib 
THANKS DOES SHE THE HOUSE, YOU / BE WoRSE™« ae OL’ LADY ABOUT 
GET WHAT DID DON’T HAVE To TE OU LADY ) Bx at ag : 
YOU EVER Do SHOUT AT ME: DOESN'T WORK pes erg 
\_ For HER WHY CAN'T WEY \\ _HERE-YET: at ae ace 
Z i" SETTLE THIS . | S ) 
Y, OUTSIDE | ew; 
leg THE OFFICE? SS Al . 
a Y, = 2 : » “ 
/ ‘ “ ( én 4| ‘ Fm " 
— 9 q = ° “3 # # ~ 
335 = = = 
= Es | - 
: Z LISTENING To THE 
= MARRIED COUPLE WHO 
WORK IN THE SAME 
OFFICE ——_- 
THANX TO 
SAL AND NELSON 
: 4 "GERARDS/ 
COPR. 1949, KING FEATURES SYNDICATE, Inc., WORLD RIGHTS RESERVED. HILLSIDE AVE., JAMAICAL-T. 


Do You Hawe ‘One Foot In the Door’? 


‘CLINCH MORE 
"SALES... 


,..with TEMPRITE 


a 
; 
i 


| BECAUSE TEMPRITE was designed with sales in mind 
.. you can clinch more sales with Temprite! 


Because the most conservative office manager 
... or... the most practical factory manager 
will look upon the Temprite Water Cooler with 
a lively enthusiasm ... you can sell Temprite 
wherever you gol 


The Temprite water cooler carries with it no 
suggestion of prosaic design, no hint of yester- 
day. Its functional, streamlined beauty is re- 
freshingly new! Just look at its graceful lines 
WHEREVER YOU GO, in commerce or industry, there’s a Temprite model of gleaming perfection, and inspect every last 
to fit virtually every drinking water cooler requirement. You can offer detail of craftsmanship . . . from its silver- 
the streamlined styling of the pressure type model or the convenient soldered refrigeration joints to its satin-smooth, 
bottle cooler for light duty use, or where plumbing facilities are not stainless steel top, from its constant-pressure 
available. You can offer thé hermetically sealed, air or water cooled regulator to its stainless steel lowside. 
condensing unit or the open type condensing unit. Odd frequencies or If you’re in the doldrums, Temprite will put 
voltages may also be serviced. All models meet requirements of the new pep in your step! Yow’ll approach your 
National Bureau of Standards and are approved by Underwriters’ prospects with solid confidence! You'll clinch 
Laboratories. All existing local sanitary codes are being met. more sales with Temprite. 


FOOT PEDAL, is now available as (Above) EASY FINGER TIP PRESSURE 
optional equipment. All pressure starts a smooth, steady flow of 
type models maintain virtually perfectly cooled "drinking water! 
constant stream height in spite of Sparkling stainless steel top! 
outside pressure variations of as 

much as 20 to 80 pounds. Annoy- (Right) FRONT PANEL is removable 
ing spurting and splashing has’ in mere seconds for quick servic- 
been eliminated. ing. Side panels, not — to 
ACCIDENTAL FREEZE-uP will not ag nape ene Bcd ag Berd Be aa, 
damage unit because of specially net from shaking connections. 
designed Temprite storage tank. Any panel which may become 
ADJUSTABLE Thermostatic Control damaged in use, can be replaced 
regulates water temperature. without returning the entire unit. 


5 YEAR WARRANTY protection plan 
available on all hermetic models. 


TEMPRITE PRODUCTS 

43 PIQUETTE AVE. 

DETROIT 2, MICH. 

Please send me details regarding your distributor fran- 
| chise for my territory and also send me my free copy of 

the ‘Water Cooler Story.’ 


- | em 1929 rile 
el Corp. mpri 43 Piquette, Detroit 2 


| Name Manufacturers of commercial and cabinet type water 
coolers, industrial water coolers, carbonators, draught 
! Addr beer coolers, soda fountain coolers, temperature control 


valves, oil separators, equalizer tanks, heat exchangers, etc. 
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This Could Help 


NNOVATIONS in Federal Reserve System regulations have been 
I recommended by our good friend, Dr. E. A. Goldenweiser, who is 
one of the country’s foremost monetary authorities. By virtue of 
his long experience (1926-1945) as Director of Research and Statistics 
for the Board of Governors of the Federal Reserve System, he is un- 
usually qualified to propose these innovations. His suggestions are par- 
ticularly timely in view of legislation pending in Congress to establish a 
national monetary commission. A resolution authorizing the first com- 
prehensive study of the nation’s banking and monetary system since 
1908 has passed the Senate and awaits House action. 


Among his suggestions to make monetary policy more equitable, 
flexible, and effective: 


Establish a “coordinating agency or mechanism . . . through 
which common credit policies ome be developed” among Government 
agencies. 


Make “all institutions that hold deposits comply with the reserve 
requirements imposed on member banks” of the Federal Reserve. 


“Rationalize the classification of banks as to the character of the 
business they do rather than as to their geographical location.” 


Give the Federal Reserve Board permanent power to regulate mar- 
gin requirements and instalment credit. 


Relieve the Board of any necessity for supporting Government 
bonds at par, because “so long as this commitment remains in effect 
the initiative in loosening or tightening credit conditions is not in the 
hands of the Federal Reserve but in the hands of member banks, or 
the market.” 


Develop “a rounded-out plan that would immunize some of the 
public debt, particularly long-term debt.” 


Dr. Goldenweiser points out that with public debt larger than 
private debt for the first time in United States history—and thus “the 
most important single item in the financial and banking picture today” 
—Federal Reserve powers to regulate the volume, availability and cost 
of money gain unprecedented importance for economic stability. 


Urging coordination of Federal credit policies, he observes that 
“it is not useful, when the Federal Reserve authorities are trying to 
contract credit, to have other agencies, dominated by their special 
problems, promoting the expansion of credit; or at a time when interest 
rates are rising in response to Federal Reserve action, to have other 
Government agencies offer credit at fixed or declining interest rates.” 


On the subject of bond support he raises the question “whether 
the Government's responsibility for maintaining the buying power of 
the money which bond holders receive in interest and principal is 
not greater than its responsibility for maintaining the securities at par 
at all times. If the dollars paid out to the holders of savings bonds 
or other bonds at maturity will buy only one half of what the money 
would have bought at the time the investment was made, the Govern- 
ment bears a heavy load of responsibility for having promoted the 
securities as the best protection for old age and emergencies or the 
best way to prepare for the purchase of homes and durable goods.” 


As to peacetime deficits arising from “Government outlays in 
alleviating economic distress and combating a depression, it is gen- 
erally agreed that the deficit should be met by new money, that is, by 
the sale of Government obligations to banks. To avoid the difficulties 
that arise from the issuance of a large volume of marketable long-term 
bonds, the securities issued should consist of non-marketable bonds to 
tap idle savings, and short-term paper of the kind that appeals to 
banks.” 


Defense-emergency deficits, on the other hand, should be financed 
by “high taxation, large savings—compulsory, if need be—and, if these 
sources are insufficient, the creation of non-reserve money. The painful 
impact of such a program on the people is one cost of war . . . the 
monetary reason for the maintenance of peace.” 
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Penny Postcard ‘Bombardments’ Give Greatest 
Return for Advertising $, Dealer Contends 


Prospective Buyers Receive 


ENGLEWOOD, Colo.—Sending out 
regular “bombardments” of penny 
postcards addressed to an average 
of 1,800 prospective appliance buyers 
once every three or four weeks 
through the year has proven the 
most effective low-cost advertising 
for George Thomas, head of Thomas 


Home Supplies, major appliance 
dealership here. 
Thomas, a veteran of a dozen 


years of appliance retailing, has 
made a long study of all types of 
advertising. After much experimen- 
tation, he believes that penny post- 
cards show the greatest returns per 
dollar expended. 

He makes up all of his postcards 
himself, which he feels is the No. 1 
point in achieving success with this 
type of promotion. 

“All of my cards are printed up 
on a simple, hand-operated duplicat- 
ing machine, which can turn out 250 
per hour in any color desired,” he 
explained. “I eschew use of the type- 
writer as far as possible, and turn 
each card out in bright colors, 
such as green, red, blue, brown, etc., 
which guarantee that the homeowner 
will at least look at it.” 

All messages are kept as brief 
and terse as possible, on the theory 
that short, to-the-point advertising 
will be remembered where the cus- 
tomer will not take the trouble to 
read large amounts of small type. 

For his mailing list, Thomas simply 
uses the Englewood city directory, 
which is kept up-to-date. Thus, he 
can be certain of contacting a large 
group of moderate-income home- 
owners with every mailing. 

He splits the advertising up among 
all appliance lines carried in the 
store, with particular emphasis on 
refrigerators and home freezers, both 
of which sell more rapidly in this 
suburban Denver community than 
within the city limits. All of his 
sketch-work is done with a stylus 
on a colored stencil and two-color 
cards may be turned out as easily 
as one color. 

Copy is always written to strike 


Thor Announces 2-Point 
Sales Stimulator Plan 


CHICAGO—Thor Corp. here has 
recently announced a two-point sales 
stimulator plan that will: 

1. Allow schools or colleges who 
can afford the price to purchase Thor 
home laundry equipment for use at 
the institution, and 

2. Make equipment available in 2 
dealer’s showroom in the same town 
as the institution for schools which 
cannot afford such equipment or have 
no facilities for it. 

Thor distributors were informed of 
the plan by letter and those in towns 
of more than 10,000 population were 
asked to nominate a dealer who is 
willing and able to give complete and 
intelligent classroom demonstrations 
and who is willing to work with 
schools and teachers in conducting 
such demonstrations. 

Thor is also inviting dealer inquir- 
ies as to how they can tie in with 
the plan. 


_A PROFITABLE 
“Push Over” SALE 


aca 
* me 
| SERVICE CALL 


Every home freezer 
owner needs this 


> mechanical failures. 
» You know the own- 
ers. They need the 
a : pea Sentry. 
elf-contained...installed in two minutes... 
sitive action...no thermostat...battery 
“perated with 5 year battery life...100 hour 
Uuzzer operation...extra profit margin...write 
tor complete story. 


JEWETT ASSOCIATES 


1053 MAIN STREET BUFFALO 8, N. ¥. 


warning device of 


Simple Messages Regularly 


one outstanding feature of the ap- 
pliance shown. For example, in play- 
ing up a particular refrigerator, 
Thomas draws a sketch of the frozen 
foods compartment, and stresses the 
fact that it will contain 60 pounds 
of frozen foods, or enough for a 
month’s supply for the usual family. 


He usually utilizes a single selling 
sentence, with the price for various- 
sized boxes listed below, with his 
signature, and the name and address 
of the store. Such short slogans as 
“Makes life  easier’—‘Feed the 
family cheaper”’—‘“Self defrosting,” 
etc., are always played up. 


By constant use of the mail pro- 
gram, and rotating through the city 
directory several times a year, Tho- 
mas is sure of carrying his selling 
messages to homeowner prospects 
at least four or five times a year. 


Like Truman! 


Poll Skeptic Asks People 


If His Store Should Stay 


Open on Monday Evenings 


PHOENIX, Ariz.—Whether or not 
its appliance store here will remain 
open on Monday evenings for the 
benefit of family shopping is the 
purpose of an unusual poll being 
carried out by Korrick’s. 


A. Korrick, head of the firm, one 
of the largest in the state, was not 
convinced that a previous poll, taken 
by a city organization, and showing 
that the public did not care whether 
evening hours were observed or not, 
was correct. 

Therefore, the store is conducting 
its own poll, sending out question- 
naires to 22,000 charge-account cus- 
tomers of retailers in the city, and 
5,000 cash customers. The question- 
naire invites customers to state the 
hours and the evening which they 
most prefer for evening shopping, 
promising that Korrick’s will meet 
such requests with hours “to match.” 


Only a Few Steps Per Meal Needed 


‘ 
é 


In a 5-ft. space this house- 


es wife has an electric range, 
a sink with Disposall, and 
a 4-cu. ft. under-counter 
refrigerator. In addition 
this package kitchen by 
Hotpoint, includes two 30- 
in. wall cabinets. It retails 
for $563.50. 
includes ’ free-standing 


Larger unit 


automatic dishwashers. 


> 


= 


How long 


is a lifetime 


in Stainless Steel? 


We call Allegheny Metal ‘‘the time-tested stainless steel’? because 
it’s the pioneer in America, but time hasn’t really tested it yet. 
Neither we nor anyone else knows how long stainless steel will last. 
The earliest installations of Allegheny Metal—made more than 20 
years ago—are just as bright, strong and resistant as when new. How 
can you defeat a metal that doesn’t wear out and can’t wear off? 
@ More important, how and where can you use it to advantage, today? 


Complete technical and fabricating data—engineering help, too—yours for the asking. 


TEEL CORPORATION 
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What's New 


s ¢ *& 


Portable Radiator’s 
Handle Is Also Rack 


MENDOTA, Ill.—A new portable 
electric radiator, heating by gravity 
circulation and direct radiation (no 
steam or water) and weighing 28% 
pounds, has been introduced by Con- 
co Engineering Works, here. 

The radiator is 23 in. high, 7 in. 
wide, and 19 in. long, and is equipped 
with a convenient carrying handle 
which folds over to provide a handy 
drying rack for stockings, diapers, 
or other hand wash. 

The new portable electric radiator 
is designed to reach its full heat 
(260°) in less than five minutes, and 
it is claimed it will operate for one 
hour for approximately 2 cents based 
on average electricity rates. The 


’ heater has fully enclosed element. 


Timer Thermostat for 
Day & Night Periods 


GLENDALE, Calif.—A new timer 
thermostat that provides positive, re- 
mote control of both day and night 
temperature peri- 
ods for use with 
any space or unit 
heater equipped 
with an automatic 
control system has 
been announced by 
General Controls 
Co., 801 Allen Ave. 
here. 

Designated the 
T-70, the timer 
thermostat is the two-wire, bi-metal 
type with snap action contacts and 
adjustable drum dials. It is sensitive 
to radiant or connected heat since 
the metal cover is an integral part of 
the temperature element. 


Any desired temperature between. 


50 and 90° F. may be selected for 
the night period. The clock me- 
chanism automatically returns heat- 
ing system to the pre-selected day 
temperature each morning. The day- 
time setting may be prematurely re- 
sumed at will by manually turning 
the timer to zero. 


Two models are available. One pro- 
vides external day and night settings 
and the other external day setting 
and internally adjustable night set- 
ting. The cover is side-hinged for 
accessibility and is provided with an 
on-off switch. 

The timer thermostat has a stain- 
less metal cover mounted on an ivory 
plastic base. It extends only 1% in 
from the wall. It is available as a 
single unit or within a packaged set 
of a complete automatic control sys- 
tem. 


LATEST 
ADDITION 


THE NEW 


OASIS OP-3R 


BUBBLER COOLER 


You asked for it and here it 
is. A bubbler-type, electric 
drinking water cooler with 
a generous _ refrigerated, 
Monel-lined 


partment for 


storage com- 
beverages, 
drugs or ‘‘drinks.” 


.. it's ideal... 
for the small office, store 


It's new . 
or business establishment. 
Available for immediate 


shipment. Order today. 
Write for the full story. 


WORLD'S LARGEST MANUFACTURER 


to a great line... 


Refrigerated Compartment 


THE EBCO MFG. CO. 


OF ELECTRIC DRINKING WATER COOLERS 


THE OP-3R 
IS WARRANTEED 
FOR FIVE YEARS 


401 W. Town St. 
Columbus 8, Ohio 


s 
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‘Grid-All’ on Range 
Top In Estate Model 


HAMILTON, Ohio—A new electric 
range model, the Trianon model 4904, 
featuring the Grid-All in the center of 
the top surface, has been introduced 
by the Estate Stove Co., a Noma 
subsidiary, here. 


On this model, which is a full size 


range priced at $289.95, the cooking 
units are located on the outside 
edges of the range and the work sur- 
face, with the Grid-All, is in the 
center. A lid covers the Grid-All 
when it is not in use and fits flush 
with the work surface so that there 
is no obstruction to free use of the 
top. 

The Trianon has the oven control, 
timer, clock, light, and electric out- 
let located on the backsplasher. The 
surface unit controls are centered on 
the front edge of the range just 
below the top surface. 


G-E Offers a New 
Semi-Circular Heater 
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BRIDGEPORT, Conn.—A new Gen- 
eral Electric portable electric heater 
designed to heat a wide room area is 
now in production by the General 
Electric Co. According to D. C. 
Spooner, Jr., manager of the G-E 
automatic blanket and sunlamp divi- 
sion, it carries a fair trade price of 
$13.95. 

Called the Sahara, the upright, 
semi-circular heater has an aluminum 
reflector that directs the heat of the 
two electric elements over a 180° 
area. It heats a room by both radia- 
tion and convection. 


LARKIN CEILING HUMI-TEMP 


Price is only one factor in the se- 
lection of any product—especially 
one that has so important a task as 
protecting valuable _ perishables. 
Performance must come first. Qual- 
ity cannot be overlooked. Dura- 
bility is highly important. Larkin 
has all of these. And Larkin has 
low prices, too. Compare them and 
see for yourself how low they 
really are. 

For the latest Larkin price list, 
see your wholesaler. If you wish, 
write direct to us and we shall be 
glad to send you one. 

. 
Manufacturers of the original Cross-Fin 
Coil — Humi-Temp Units — Evaporative 
and Air Cooled Condensers — Air 
Conditioning Units and Coils —Direct Ex- 
pansion Water Coolers — Steel Vacuum 
Plate Coils — Heat ee 


Defroster Will Regulate 
To Varied Off Cycles 


ANN ARBOR, Mich.— The new 
1950 model of the “De-Frost” auto- 
matic refrigerator defroster in a 
sanitary, white case and approved by 
Underwriter’s Laboratories, is an- 
nounced by Automatic Controls Corp. 

It is claimed that the new model, 
which will sell at the same price of 
$9.95 retail, has several features de- 
veloped in the research laboratory 
which increase service to the user. 

One of these improvements is the 
variable defrosting cycle which per- 
mits the housewife to change at will 
to a 3 or 4-hour “off” cycle as con- 
ditions dictate. The new model re- 


A small lever under the dial pointer on 

the “De-Frost'’ automatic defroster per- 

mits adjustment to longer defrosting 
period if desired. 


quires no special installation as the 
refrigerator cord plugs into it and 
is then plugged into the wall outlet. 

However, to take care of those 
homes where the outlet is not con- 
veniently located and an extension 
cord must be used, the plastic case 
of the new model is squared at the 
back so it will set on a shelf or the 
top of the refrigerator. 

The manufacturer claims that the 
variable defrosting cycle feature of 
the new model prevents undue tem- 
perature rise within the refrigerator. 
The standard setting of the unit 
causes the Telechron clock movement 
to turn “off” the electricity at 4 a.m. 
and “on” at 7 a.m. 

However, if weather conditions or 
the amount of food in the box indi- 
cate by a heavier frost blanket that 
a 4-hour defrosting period is re- 
quired, the small lever projecting be- 
low the dial pointer is easily moved 
to accomplish this. 


New ‘Duchess’ Washer 
Model Is Introduced 


ALLIANCE, Ohio—A new model 
Duchess conventional clothes washer 
to retail for $99.95 has been an- 
nounced by the Appliance Mfg. Co. 

Known as the model 6M, the new 
washer will hold 10 lbs. of dry 
clothes and 19 gals. of water to the 
water line. It is equipped with a 
Lovell pressure cleanser wringer and 
a triple flex spiral agitator. 

The 23-in. tub is of white porce- 
lain enamel on steel with straight 
sides and wide bottom. It has a leak- 
proof center post and a screw cap 
keeps the agitator from lifting during 
washing so that clothes cannot work 
under the agitator. 

The machine has a clutch lever to 
start and stop the agitator, wringer 
pressure control, a safety release bar, 
and a wringer position lock lever. 
A drain faucet wheel is located in 
the tub base. On the model 6MP a 
motor driven drain pump is _ used. 

The washer also has a silent, ball 
bearing transmission and a silent 
mesh clutch. It is powered by a 44-hp. 
motor mounted on a bracket bolted 
directly to the transmission. 


5 


MORE FROZEN 


FOOD STORAGE 


EQUALIZED REFRIGERANT DISTRIBUTION 


STAINLESS STEEL, ALL-REFRIGERANTS EVAPORATORS 


All shelves are removable 


in Standard’s new D. LINE 


evaporators. This wide flexibility of freezing storage space 
provides room for many more packages of frozen food. 


Modernize your customers’ 
creasing necessity. The new D. 


refrigerators to provide this ever-in- 


LINE evaporators with equalized 


refrigerant distribution offers unlimited application possibilities. 
~ Send for Bulletin E-4 


SPECIFICATIONS 
I bia aus cchenitectiindaditetoaitled D-2 D-3 D-42 
at i alta sadehdan ac enciin 2 Single 3 Single 4 Single 
Cubic Ft. Capacity................... 3% to 5 5to7 5 to7 
Overall Height......................... 7M” 10%” 84%” 
Overall Width.................0........ 634” 6%” 12” 
Overall Depth... 12” a ww 


Furnished with door, control mounting, hangers and control bulb clamp. 


STANDARD REFRIGERATION CO., 


332 S$. Hoyne Ave., Chicago 12, lil, 


SHELL AND COIL CONDENSERS. _ 


EL 
_ STAINLESS STEEL EVAPDRATORS. 
IAN DARD — UQUID RECEIVERS. 3 
~ COUNTERFLOW CONDENSERS. a 
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What's New (Cont) 


‘Pie Plate’ Coil Offers 
Circular Cooling Surface 


———— 


CHICAGO—The “pie plate” blower 
coil developed by Peerless of Ameri- 
ca, Inc. here has been standardized 
for sale through to the refrigeration 
dealer and serviceman. 

The pie plate coil is circular in 
shape, with concentric circles of 
finned surface, purpose of the design 
being to utilize all of the cooling 
surface. It is especially applicable to 
direct draw bars, soda fountains, 
reach-in refrigerators, and similar 
fixtures. 

It is offered for sale to dealers and 
servicemen in two standard models— 
one rated at 110 B.t.u. per hour per 
1° temperature difference, and the 
other at 135 B.t.u. per hour. 


Flex-Seal Canner Aimed 
For Range Top Use 


CHICAGO—A new automatic elec- 
tric Flex-Seal Canner has been devel- 
oped to “take the danger and guess 
work out of pressure cooking and 
canning,” according to Robert G. 
Weymouth, sales manager of Vischer 
Products Co., 2815 W. Roscoe St., 
Chicago 15. 

The new canner, made to Rural 
Electrification Administration speci- 
fications, is constructed of steel and 
has such safety features as an inside 
fitting, self-sealing, flexible cover, 


gravity actuated pressure control, 
visual pressure indicator, and pres- 
sure actuated safety plug. 

It holds seven quart-size jars or 
nine pint-size jars and comes 
equipped with metal rack, jar lifter, 
and inset pan for cooking and can- 
ning. 

To operate, the user just plugs 
in the canner on any 110-220-volt 
a.c. line, selects the desired operat- 
ing pressure, then forgets about the 
canning operation until the process- 
ing time is completed, according to 
Weymouth. 

Automatically controlled, the new 
Ilex-Seal shuts off or turns on the 
supply of electric current to maintain 
pressure within plus or minus \4-lb. 
and temperature of plus or minus % 
of 1° F. 

“The Flex-Seal automatic electric 
canner is being geared up for quan- 
tity production,” Weymouth § said. 
“Although it is presently available 
only through Montgomery Ward’s 
mail order house, it will be presented 
to all dealers during the National 
Housewares Show in January and will 
retail for $37.50.” 


Ice Maker Model Has 
Movable Storage Cabinet 


Bd 
se 


LONSDALE, R. I.— The Ice-Flo 
Corp., is now going into production 
on a new “X”’ line of fully automatic 
ice cube makers. This line is in 
addition to its already established 
“DC” and “SC” deluxe models, the 
company has announced. 

The X-10 model features front 
delivery into an insulated, stainless 
steel, storage cabinet which holds 
approximately 24 hours’ production 
and automatically shuts off when full. 
The cabinet is detachable and can 
be rolled away to any dispensing 
point while another takes its place. 

The X-10 produces 7,360 standard 
size cubes daily, or approximately 
400 lbs. Other X-models will make 
5,440 to 14,720 cubes every 24 hours. 

Cubes turned out by X-models are 
designed to fit all types of glasses. 
They also meet hospital requirements 
and fit ice packs, thermos bottles, etc. 
Cubes made by the Ice-Flo method 
neither mat nor stick together. 

The X-10 has the cabinet top, con- 
trol panel and storage bin finished 
in stainless steel. Sides and front 
are Bonderized and painted. Dimen- 
sions are as follows: height 50 in.; 
width 60 in.; over-all depth 39 in. 

Machine is equipped with a 1-hp., 


NATIONAL 


DRY BEVERAGE 


COOLERS 


@ Nationally famous NATIONAL 
CHAMPIONS incorporate all the fine 
features you look for in a cooler. 
Be rational. . 


#3 


AL COOLER 


4 SIZES 
Self Contained or Remote Models 


CORPORATION © 1600 Woodland Ave. © Cleveland 15, Ohio 


RUST PROOFING CHEMICALS 
CORROSION PROOFING CHEMICALS 
PHOSPHATE COATING CHEMICALS 
METAL CLEANERS & RUST REMOVERS 
PICKLING ACID INHIBITORS 


Pionceridg Reaith (ad Decdlonamt Bince 1914 
AMERICAN CHEMICAL PAINT COMPANY 
: AMBLER, | PA, 


Moanvfocturers of Metallurgical, Agricultural and Pharmaceutical Chemicals 


hermetic, water-cooled compressor, 
available in 230 volts single phase 
a.c. All refrigeration components are 
of standard manufacture and there 
are no moving parts in the evapora- 
tor. “Freon-12” is the refrigerant. 


New Blower Unit Has 
Two-Way Discharge 


CHICAGO—“Strat-E-Fex, Jr.,” a 
completely new unit designed speci- 
fically for back bar and bottle box 
applications, has been announced by 
Hugh D. Smart of Refrigeration Ap- 
pliances, Inc. here. 

It is a ceiling mount unit, drawing 
air through a bottom grille and dis- 
charging it over coils placed at both 
ends of the unit. This unit is espe- 
cially compact, being only 6% in. 
high by 12% in. wide, to permit 
maximum storage space for bottles. 

Because of the two way air dis- 
charge a single unit can cool effec- 
tively an extremely long back bar, 
it is claimed. It is available in two 
sizes with adequate capacity for the 
vast majority of back bar applica- 
tions. 

A special bulletin has been pre- 
pared with specifications, shipping, 
and capacity data of Strat-E-Fex Jr. 


Frozen Food Cabinet 
Is ‘Rubber Tired’ 


ATLANTA —A 4.2-cu. ft. frozen 
food merchandising cabinet, mounted 
on four rubber tired, swivel type ball 
bearing casters so that it can be 
moved from place to place, has been 
introduced by the L. C. Warren Jr. 
Co., Inc., 922 Memorial Drive S. E. 

Called the LC-4, the cabinet fea- 
tures an Arm-R-Bak plate glass 
mirror with ground and polished 
edges installed on the inside of the 
lid and two glass side panels for use 
when the lid is open. 

On the rear side of the cabinet is 
a bracket designed to hold the glass 
side panels while the lid is closed. 
“This feature alone is capable of 
lowering operating cost by one 
fourth,” company officials point out. 

Interior dimensions are 22 in. long, 
18 in. wide, and 19 in. deep, with 
the load line 15 in. up from the 
bottom. The interior is said to have 
sufficient capacity for 128 standard 
size frozen food packages below the 
load line. Five square feet of floor 
space is required. 

The cabinet has a metal liner with 
continuous copper tubing coil solder- 
ed to the outer surface. There is 4 in. 
of insulation in the bottom, 34 in. 
in the walls, and 3 in. in the top. 
Exterior liner is of heavy metal 
finished in white baked enamel. 

A soft rubber one-piece frostshield 
is placed around the entire lip of the 
cabinet. A gray rubber double balloon 
type gasket rings the lids. 

The freezer is powered by a Cope- 
lametic %4-hp. condensing unit using 
“Freon-12” as the refrigerant. The 
pressure control has six marked ad- 
justments. 


GOOD PROFIT QUICK SERVICE 
on 


FRIGIDAIRE SEALED IN UNITS 
YOU CAN NOW MAKE A PROFIT ON 


YOUR FRIGIDAIRE SEALED UNITS. 
NEW 


FACTORY AUTHORIZED FRIGIDAIRE 
CHICAGO ZONE REPAIR SHOP. 


Dealer Price $35.00 F.O.B. Shop. One 
Year Guarantee—Not Including Fan, 
Relays or Switches. Models from 1938 
to present date only. 


Ship Freight PREPAID to 


NORTH TOWN REFRIGERATION 
CORPORATION 


4711 Lincoln Avenue Chicago 25, Wl. 
Telephone: UPtown 8-1000 Dept. “Cc” 


WANTED 


MANUF ACTURER’S 


SURPLUS STOCK 
and OTHERS... 
We are in the market for open type 


machines 4% H.P. and up—Also Ex- 
pansion Valves—CP Valves, ete. 


© We are ready to negotiate 
quickly and pay immediately. 
® Reliable organization. 
® Transactions treated 
confidentially. 
® References furnished if desired. 
Write BOX 3242 


Air Conditioning & Relrigerstion News 


Correo. ae 


@ 


From everywhere .... come reports 


“The NEW “Cross-Flo” is foolproof, 


the 100% answer to moisture problems” 
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Diagram shows cross-section flow... note how jointless copper 
body with SPUN ENDS provides the ideal design for integral 


sweat-end connections. 


Cross-Flo capacities: |, 2, 3, & 5 tons. 
Connections: '"' thru %4" SAE; %" thru %" O. D. SWT. 


INS 


Carried in Stock by Leading Wholesalers (4 


WEST COAST WAREHOUSE STOCK AT: 
2103 South San Pedro, Los Angeles, Calif. 


EXPORT DEPARTMENT 


Melchior, Armstrong, Dessau . 


In this more efficient “Cross-Flo” the refrigerant 
flows across and between the self-spacing Molded 
Du-Cal dises which remove and retain up to 20% 
of their weight in moisture even at refrigerant tem- 


peratures up to 150°F. without breaking down, 


powdering, dusting, or allowing any pressure drop. 
Ideal for Hot Liquid Line application. 


Also available with SILICA GEL—for use in low- 


side, suction line or other cold location. 


MOLDED DU-CAL DRIERITE ALSO AVAILABLE 
IN REMCO'S STANDARD-DUTY DRIERS 


For the first time, ideal low-cost quality Driers for field application 
and original equipment. Available with either MOLDED Du-Cal 


Drierite (for liquid line application) or SILICA GEL (for lowside. 


%” SAE (with seal caps) . 


suction line, or other cold locations). In connection sizes of 4” to 
in 4, 4%, %, and 1 HP. capacities. 
ALSO available with integral SWEAT connections . 
order in production quantities. 


. Special to 


ow 


Literature and Prices Available on Request 
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SERVICE 


Prices right. Wholesale only. 


2511 LAKE STREET 


MELROSE PARK, ILL. 


Re 


using standard refrigerants. 


-ANSUL OIL is an ALL-Temperature Re- 
_frigeration Oil which conforms to the 
tigid wax-free specifications established 
. ‘search, It will not separate wax when mixed with 


a refrigerant (under specified conditions) 


. maintains high stability and has a 


‘Recommended for air contlflon- 
ing and refrigeration systems 


mscons™ 
paneer 
a conan company. 


spyrerenesets — 


by Re- 
and sub- 


“jected to temperatures as low as SEVENTY DE- 
~GREES BELOW ZERO (Fahrenheit). 


- ANSUL OIL has been machine tested for lubrica- 
tion and wax-free characteristics in both high and 
low temperature installations, It is absolutely uni- 
- form. 
Z “dation rate. It has proved suitable for ALL refriger- 
' ating systems using any of the standard refrigerants. 
_ Ansul Research was first to recognize the problems 
_ resulting from low-temperature wax separation in 


low oxi- 


ANSUL 150 OIL— 
The All-Temperature 
’ Refrigeration Oil— 
Is sold by leading 
refrigeration whole- 


from being stacked close to the sides 
and bottom of the truck by duck- 
boards, which provide more free air 
circulation. 

Loads are stacked only to a height 
of 5 ft. when the van is stationery 
and to 4 ft. when it is in transit, the 
officer said. A 644-ton tractor is used 
to haul the refrigerated van. The 
drivers are cautioned to stay off 
particularly bad roads so as not to 
harm the mechanical equipment. 

Lt. McCue explained that a re- 
frigeration company has 30 of these 
vans and tractors, manned by four 
officers and 99 enlisted men. A com- 
pany, he said, is normally assigned 
to support an army and has the 
capacity to supply 150,000 men witl 
2 lbs. of food per man per day. 

Besides food, the equipment can 
also be used for the transportatien 
of hospital medicines and bakery 
supplies that must be kept under re- 
frigeration, he noted. 


To Less Than 1% by Refrigerated Display Racks 


WARSON WOODS, Mo.—Produce 
spoilage losses averaging anywhere 
from 7 to 8% in non-refrigerated 
display racks have been cut to less 
than % of 1% by the installation 
of a completely-refrigerated, 40-ft. 
display rack at the Food Center 
Supermarket in this St. Louis suburb. 

Located several miles west of St. 
Louis, and a long distance away from 
refrigerated produce warehouses, the 
Warson Woods Food Center experi- 
enced heavy loss, in produce spoil- 
age until the system was installed. 

Custom-built throughout, the 40 ft. 
of refrigerated display space, in- 
cludes one 30-ft. section containing 
20 divided units, on the rear wall, and 
a 10-ft. unit on the right wall. 

Produce displayed in each com- 
partment is refrigerated to 45° F. or 
cooler, by means of celd plates, 


which form the bottom of the com- 
partment, and by circulating cold 
air, passed over the tops of the pro- 
duce display through louvered outlets 
on either side. 

Two 3-hp. condensing units provide 
adequate refrigeration to keep the 
produce at 45° F. or less on the 
hottest days of the year. 

All produce, as received by the 
Food Center Supermarket is first 
chilled down to proper temperature in 
a 16 by 12-ft. walk-in refrigerator 
at the rear of the “Vegetable gar- 
den” as the produce department is 
entitled. 

Pre-refrigeration, it has _ been 
found, has a lot to do with eliminat- 
ing spoilage in advance—and produce 
items which are quickly refrigerated 
on receipt, will last much longer on 
open displays. 


SELF SERVE 


60 MODELS and TRADITIONAL SHERER QUALITY—BUILD A BETTER DEALER BUSINESS 


Sherer Model 2508M is another outstanding ex- 
ample of the design advantages that spell out 
E-X-T-R-A S-A-L-E-S and are found in all 60 


You'll find Sherer Refrigerators easier to sell be- 
cause of their top performance record everywhere 
- . « @ record that earns the title of “Leadership 
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SPECIFY Koch Names Schmidt Army Shows Specialized Refrigeration Equipment | § 
WHERE ance To Engineering Post . / 
of orm® > Stationary, Mobile Ice Cream 
NORTH KANSAS CITY, Mo— 
PRODUCTS pet COUNTS | Koch Refrigerators, a division of Fr eezers and Van Included 
ate Koch Butchers’ Supply Co., has an- 
\ nounced the appointment of Walter LONG ISLAND CITY, N.Y.—What 
AMMONIA. Schmidt as refrigeration engineer. the U. S. Army has in the way of (Left) This 26-cu. - ft cl 
CONDENSERS ~ *SINCE Most recently, Schmidt has been ‘Special refrigeration equipment was BS : b 
OlL SEPARATORS 1919 assistant manager of Anheuser- pes ag ppg nena es te as .. freezer is designed for a 
LIQUID RECEIVERS ae gel Bear S ggon = i grven here secently ty 8 regular ~~ mobile use—to provide re- K 
HEAT EXCHANGERS = charge of design and manufacturing 4T™y quartermaster corps demonstra- _ frigeration while the army al 
dis ti PIPE AND FIN COILS methods. ee peti ated from Nani %°° iy i is on the move. The open- - 
lie has held executive posts with ice cream freezer, two low : . ‘equ 
ee CRV-EXWATER CHMLERS the Deepfreeze Div. of Motor Pro- temperature storage cabinets, and « is type condensing unit is he 
ag 4 EVAPORATIVE CONDENSERS) Gucts Corp., and spent about six  refrigerated-truck trailer were open ~ = —Ss mounted on top of the 2 
HI-PEAK WATER COOLERS | years with the General Electric Co. for inspection during the five-day eablact. a 
UBE His work with G-E involved air con- demonstration. All of the units were re 
—— ° ditioning and refrigeration, and de- cloaked in the anonymity of army t 
signing pumps and turbines. olive-green but gave the appearance 8 
FREON SHELL AND COIL Schmidt is a mechanical engineer- of ruggedness that is required of all } 
CONDENSERS ing graudate of New York university, military equipment. ” 
BLO-COLD INDUSTRIAL | and was a member of Tau Beta Pi, Lt. Edward McCue, refrigeration m 
UNIT COOLERS honorary engineering fraternity. officer for the demonstration unit, ex- : ps 
With Koch, he will be responsible plained that this equipment is not \ | 
ACME INDUSTRIES inc. | for the design of refrigeration sys- standard for any particular military = 
JACKSON, MICHIGAN tems, laboratory testing, and speci- unit, but is available to any large 
Representatives in principal Cities | fications. military establishment. bes 
— The ice cream freezer is intended a 
for use in PX’s, in rest areas, and on 
; 2 other large cantonments. It has a (Right) An interior view th 
'p eee D 2%-gal. mixer head and a storage 
ULLEYS AN capacity of 40 gals. of ice cream. of the quartermaster’s re- aes 
FAN wise One of the freezers was intended frigerated van showing - 
for stationary installations and the th: 
other for mobile use. The latter could the army method of load- pres 
be loaded onto a truck during a jing cartons of frozen ne 
movement and used to provide re- foods. R ti i wa 
frigeration in transit, Lt. McCue 04s. Regulations require he 
' ‘pata noted. Both of the freezers were of that they be stacked no 
SOLD BY ALL. BETTER inane. es 26 cu. ft. capacity and had their higher than shown when ow 
condensing units mounted in the the 
SWIFT MANUFACTURING co. center and on the top of the cabi- _ the trailer is on the road. oe 
net. All units were powered by gaso- k he al 
1455 E. NINE MILE ROAD HAZEL PARK, MICH. line engines but could be powered by Duckboards on the sides pa, 
electricity when available. and bottom are for air a 
The refrigerated van was of 7%- circulation around the de] 
A ton size and had a loaded capacity ons 
REFRIGERATION of 470 cu. ft. It was refrigerated load. des 
by a 5-ton, gasoline-driven unit to 
PVE meee) pypeleltivicm § SERVICE THAT'S UNSURPASSED | mounted in the forepart of the trailer. ‘ 
. It was capable of bringing a load 
of pecker PR pd from the down to -21.7° F, 7 
and SUPPLIES serecy NOUSE r The army method of loading the a. 
HAT SERVICE BUILT van was also exhibited. According one 
Dependable efficient same-day filling of orders has built our business to army practice, the food containers are 
... our reputation. Keep your stocks complete this easy, speedy way... re aoe pesca -cr ie ll ye np Pr o du ce S oil age L osses as Hy 9 h as 8 % R e du ce d cre 
just order from our FREE catalog. Saves you time... energy... money. one. In addition, they are prevented P 


attractive to food market operators and display 
merchandise effectively to their customers . . . they 
build sales and attract new customers. 


building for the retailer. 


‘> il- xt t ‘ 

= “s = gare ray a | pr geste prargior ag neat salers everywhere. Sherer models. Sherer keeps ahead by anticipating Line.” You, too, can keep ahead with the Line 
FA 4 ‘ y ‘a (If you require a the needs of users and creating models to fit them that’s more profitable to sell because it leads in 
: Om, cate and protect moving parts but wou. higher viscosity oil most advantageously. Sherer Refrigerators are styling, quality, economy ... as well as in sales- 


also eliminate the persistent troubles 
which were traced to wax-separation 
from oil-refrigerant mixtures, 


CHEMICAL “COMPANY > - __oaual 


_ (REFRIGERATION S iinckacageeaeare WISCONSIN ——) 


NSUL METHYL CHLORIDE, ANSUL OF, KINETIC'S “FREONS 


PREG. U.S. PAT OFF 


a 
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% 
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ANSUL § 


Marshall, ‘Michigan 


‘ieee Saaar? ‘COMPANY ve 


ANSUL SULFUR DIOXIDE, 
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Service Contacts Prove Valuable Aid In 
Making Sales, Says Kalamazoo Dealer 


By George M. Hanning 


KALAMAZOO, Mich.— “I don’t 
claim to be any salesman, but I have 
been selling as many as five or six 
refrigerators a week through my 
service contacts with customers,” Ed 
Kirk, in charge of refrigerator sales 
and service for the Kalamazoo Wash- 
er & Appliance Co., related recently. 

Kirk pointed out that as a service- 
man he has the advantage over the 
house-to-house salesman. He has al- 
ready gained access to the prospect’s 
kitchen and earned her goodwill 
through good service before he even 
starts to sell. 

While in the customer’s home, it 
is an easy matter for Kirk to deter- 
mine just what appliances the house- 
wife needs and with a few judicious 
questions, the ones she is in the 
market to purchase. 

If the customer has an old refrig- 
erator, for instance, Kirk can point 
out to her the additional features 
that the new models (he sells Crosley 
and Coolerator brands) possess and 
the operational savings she would 
receive. 

“When I sell a customer,” he re- 
vealed, “I point out the good service 
that the housewife is getting from 
us and the hidden features on the 
new refrigerators that make them 
worth every penny she is paying for 
them. 

“These features are ones that price 
cutters overlook and ones that show 
the housewife why the unit I am sell- 
ing is worth the extra money she is 
paying for it.” 

Though Kirk believes that his firm 
is getting its share of a somewhat 
depressed market, he classes himself 
among the multitude of appliance 
dealers who are puzzled about how 
to battle price cutting. 

“Price cutting is not good for the 
dealer who cuts the price and is 
likewise bad for those who don’t,” 
he commented. “I think that the 
ones who are cutting prices today 
are those who were out to skim the 
cream off the postwar market and 
are now resorting to sharp practices 
to make sales. 

“What they are really doing is 
making it necessary to sell two re- 
frigerators to make their normal 
profit on one. If all the dealers fell 
in line and cut prices, then it would 
be necessary to sell twice the market 
potential in order to make a normal 
profit. 

“In other words, they would have 
to do two years business in one to 


make the profit they would ordinarily 
make for one year. Then what are 
they going to live on next year?” 

Though Kalamazoo Washer & Ap- 
pliance Co. is a small firm, it has 
tried all forms of advertising, but 
finds that radio brings the fattest 
dividends. 

Kirk said that the firm has two 
spots on the radio. One is just be- 
fore the Detroit Tiger baseball game 
broadcasts and this is the best paying 
time. 

“It is so expensive,” Kirk declared, 
“that it can hardly be classified as a 
spot advertisement. Yet this is the 
one that draws in the customers. I 
have had several people come in and 
say they heard our announcement 
just before the ball game.” 

While Kirk handles the refrigera- 
tion end of the business, Henry 
Lorentz, owner of the firm, handles 
the washer sales and service. The 
firm is franchised with the Maytag 
line. 


Chase Supply Co. Opens 
North Chicago Branch 


CHICAGO — Opening of a north 
Chicago branch store with Dick 
Swanson as manager has been an- 
nounced by Chase Supply Co. here. 

The company, which is now cele- 
brating its 20th year, said establish- 
ment of the new branch, located at 
3900 North Western Ave., will fa- 
cilitate over-counter pick-ups to con- 
tractors in the area. 

Swanson, a partner in the parent 
organization, had been in charge of 
over-counter sales in the main office 
at 546 West 119th St., South, until 
recently. 

Chase also announced that the 
20th anniversary edition of its refrig- 
eration, air conditioning, and heating 
supply catalog will be distributed to 
recognized contractors. 


W. W. Pyeatt Rejoins BS&B 


NEW ORLEANS—W. W. (Woody) 
Pyeatt has rejoined Black, Sivalls & 
Bryson, Inc., and will direct the com- 
pany’s New Orleans sales office. 

Until about a year ago, Pyeatt was 
connected with BS&B’s engineering 


department at Oklahoma City before . 


engineering operations were central- 
ized in Kansas City. 


NarpA Trade-In Guide To 
Include Gas Range Data 


MADISON, Wis.—The 1950 official 
NARDA Trade-in Guide, to be printed 
early in September, will include 
trade-in information for five major 
appliances, the NARDA Guide Co., 
publishers, has announced. Besides 
refrigerators, electric ranges, wash- 
ers, and vacuum cleaners, a new sec- 
tion on gas ranges has been added. 


The pocket-size book of nearly 200 
pages has a stiff plastic cover and 
is spiral-bound. The listings in the 
five sections total approximately 5,500 
models. This is the third year of 
publication, and the guide has been 
carefully ‘prepared to help dealers 
handle trade-ins fairly and profitably, 
the company said. 

The guide is furnished to all mem- 
bers of NARDA—National Appliance 
and Radio Dealers Association—and 
is available at $5 per copy (with dis- 
counts for quantity orders) from the 
NARDA Guide Co., 20 N. Carroll St., 
Madison 3. 


ACP Circular Explains 
Various Grades of Flosol 


AMBLER, Pa.—Various grades of 
Flosol soldering fluxes, their charac- 
teristics, and applications are dis- 
cussed in a new technical service 
data sheet made available by the 
American Chemical Paint Co. 

Of three liquid Flosols, No. 1 
is described as a self-cleaning flux 
ideal for use on automatic bodies and 
other sheet-metal parts; No. 2 does 
not contain free acid so it does noi 
remove scale or rust, while No. 3 
is a combined cleaner and flux con- 
taining about half as much free acid 
as No. 1, and is intended for solder- 
ing lead, terne plate or copper and 
copper alloys that are badly corroded, 
the company says. 

Flosol cream and paste are in- 
tended for soldering operations re- 
quiring a viscous flux. The cream is 
a greaseless flux for soldering clean 
metals, while the paste has a petro- 
latum base that will clean surfaces 
lightly rusted, explains the manufac- 
turer. 


Alexandria, La. Firm Opens 


ALEXANDRIA, La.— Air condi- 
tioning-Appliance Corp., an_ engi- 
neering, sales, and service firm, has 
opened for business in its new loca- 
tion at 1304 Washington St. The com- 
pany is a Carrier dealer. 


justments. 


tion, 


your needs. 


180 MEMBERS ~ 
MAINTAINING — 


OUTLETS — 


What’s new in the trade? 
business progress depends on fast, 
accurate information on new pro- 
ducts, changes in design, price ad- 


Your REWA wholesaler supplies 
you with the latest catalog informa- 
keeps you posted through 
advertising and other promotional 
aids because he is in constant con- 
tact with the manufacturers. 


Your REWA member’s own catalog 
makes it easier for you to select 


Up to the Minute Product Information 
—An Added Service at 


Your 


To Know More—To Know Sooner 
See Your REWA Wholesaler 


Your REWA Wholesaler 


—_. 
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It’s In. The Bank! 


Civil War ‘Veteran’ Goes 
Modern with Air Cooling 


CHARLESTON, S. C.—The his- 
toric, 115-year old South Carolina 
National Bank of Charleston, one of 
the few that survived the war be- 
tween the states, was air conditioned 
recently. 

Installation of a 30-ton Marlo 
evaporative condenser and two floor- 
type units was made by the Quattle- 
baum Electric Co., a local firm. 

The historic building was origin- 
ally built in 1816 for the Second 
Bank of the United States that flour- 
ished during the terms of presidents 
James Madison and James Monroe. 
The Bank of Charleston bought the 
building in 1834 and has occupied it 
ever since. 


New Generator In Omaha, Neb. 
Ends Threat to Air Cooling 


OMAHA, Neb.—Local users of air 
conditioning equipment are “out of 
the woods forever,” declares Fay E. 
Smith, executive manager of the 
Omaha Public Power District, who 
explained that the OPPD’s new turbo- 
generator will start producing early 
in August. 

He said the new generator will re- 
lieve air conditioning systems and 
other large users of electric power 
from the hovering threat of power 
rationing during peak periods. 

The Omaha district, like the rest 
of Nebraska’s electric utilities, has 
had a touch-and-go period of supply- 
ing power since World War II. 


Plant Improvement Plan 
Prevents. Unemployment 


PHILADELPHIA—Had it not been 
for an unusual plan conceived by 
American Pulley Co. here, 40 of the 
concern’s 250 employes would have 
been starting their first day of un- 
employment one recent morning. 


Instead, they began to clean and 
repaint machinery in a _ plant-wide 
improvement program. The program, 
developed when declining sales made 
the dismissal of veteran employes 
seem imperative, was made part of 
the union contract in place of a 
wage increase. 

The United Electrical Workers 
(CIO) accepted the program after 
company officials pointed out that 
their products would be priced off 
the market if wages were raised and 
that this in turn could result only in 
additional lay-offs. Since last fall, 
the company has laid off 150. 


Cutler-Hammer Appoints 
Eastern Representative 


MILWAUKEE — Cutler-Hammer, 
Inc., has announced the appointment 
of George I. Boone & Son, 1775 
Broadway, New York City, as eastern 
refrigeration sales representative. 

The appointment, the company 
said, provides additional facilities for 
handling expanded sales activities in 
the New York, Boston, and Philadel- 
phia areas. 

George I. Boone has been active 
in the American Society of Refrig- 
eration Engineers, and at present is 
director in the national society. 


PAT. NO. 2, 297,928 


A Complete Unit for a Complete job 


You're always sure you're getting the very best in efficient, eco- 
nomical packaged air conditioning when you specify Governair— 


the original patented design! 


This complete unit is easy to install—requires only simple elec- 
trical, water and duct connections. Built-in Evaporative Con- 
denser keeps water usage down to a minimum. Governair 
engineering assures correct co-ordination and balance of all 
functions. Generously proportioned heat transfer surfaces pro- 
vide maximum performance and economy. 


Choose Governair completely packaged air conditioners and 


you'll always do your best! 


AIR CONDITIONER 


EVAPORATIVE 
CONDENSER 


Fe Ok as 


BLAST COILS FOR 
HEATING & COOLING 
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-: LOS ANGELES—A summarization 
of the tremendous sales and profit 
possibilities of ice cream merchandis- 
ing for the drugstore and the grocery 
store has been hade in a brochure 
issued by the Carnation Co. 


Replete with facts and figures, the 
printed piece compares ice cream 
sales and profits at the fountain and 
in the carry home cabinets in gro- 
cery and drugstores, as compared 
with other merchandise. Gross mar- 
gin, turnover, and profit comparisons 
are made, in figures collected from 
highly respected independent surveys 
(not made by the Carnation Co.). 

The brochure issued by Carnation 
is known as “Part II. Ice Cream 
Sales and Profit Possibilities for 
Dealers,’ in the series ‘Selling Ice 
Cream Profitably.” Copies might pos- 
sibly be obtained by addressing The 
Carnation Co., 5045 Wilshire Blvd. 
here. 

The information is presented in 
two sections, one on drugstore handl- 
ing of ice cream, and the other on 
grocery stores. Says some of the in- 
formation on drugstores: 

“Did you know that the chain 
drugstores have made periodic sur- 
veys since 1929 which show that for 
every $1.00 the fountain brings in, 
the store volume in other depart- 
ments increases $.93? This is extra 
business—both at the fountain and in 
the other departments. Wartime op- 
erating experience showed many that 


store sales in departments other 
than fountain dropped around 35% 
when the fountain department was 
closed. 

“As for increasing sales 60%, look 
at these 1946 figures for all U. S. 
Drugstores: 

Line 1—Average sales drug- 


stores with fountains .... $76,500 
Line 2—Average Fountain 

eee eet ere ee 18,500 
Line 3—Average Sales for 

Other departments in drug- 

stores with fountains .. 58,000 


Line 4——Average sales for 

other departments in drug- 

stores not having fountains 47,700 
Line 5—Increase in sales in 

other departments because 

of fountain’s traffic pulling 


SWE Laaccatereeeincnenes 10,300 
Ht you add Line 2 ......., 18,500 
eee See ae 10,300 


You get increase in sales 

60% over Line 4 ........ $28,800 

“Some explanation of this remark- 
able 60% ice cream contribution to 
drugstore sales may be found in the 
drawing power of the fountain, both 
as the primary drugstore foot traffic 
builder (43% of the remaining cus- 
tomers). A total of 65% of all drug- 
store customers at the fountain! 


Why It’s Profitable 


“Whenever you have a department 
like the fountain which contributes 


Profits In Ice Cream 


Sekai, Revie, Annies fer. Theis ila ¢ Patna of 


Ice Cream Merchandizing To Drug and Grocery Stores 


17.4% to 26.1% of gross store sales, 
having at the same time the largest 
chunk of spread (combination of 
markup—or gross margin—and turn- 
over), you have a potentially pro- 
fitable department. Ice cream at the 
fountain is just that. Return per 
dollar invested in. inventory at the 
soda fountain is well above averages 
for drug or food stores—because of 
longer gross margin and more rapid 
turnover of stocks. 

“In 1946, an Owens-Illinois con- 
sumer panel of housewives, answer- 
ing the question: ‘Do you prefer to 
shop for all needs, groceries, fresh 
fruits, meat, beverages, and house- 
hold products in the same store?’ 
showed that 77.1% said ‘Yes.’ Couple 
this preference for buying all needs 
at one store with the grocery store 
average gross margin of 26.4% on 
ice cream and compare it to an aver- 
age of 33 to 43% gross margin for 
packaged ice cream in drugstores. 
How long, then, will drugstores con- 
tinue to sell the largest volume of 
packaged and handpacked ice cream 
as shown in the following table: 


Where Ice Cream Is Bought 


(Per cent ice cream purchased by 
type of store from Owens-Illinois 
consumer panel of housewives.) 


Large Super Market ........ 3.6% 
Neighborhood Grocery ...... 22.5 
Department Store .......... 0.3 
pe ere eee ec 55.8 


Turnover by Drug Department 


SOURCES 

Carnation’s 

Guess 

Chain for an 

Drug American Store Lilly Average 

Department Topics Druggist Age Digest Figure 
WOU ENN bis ices 50 Plus i 65 at 52 
WE soa wees skis 14 a 21 36 21 
NIE cis res < 4:6 06 se. 9 4.46.6 24 9 
Prescriptions ....... 3.3 3.9-4.4 yj 7 5 
EEN Sv cetancces 3 ‘ 4 4 
COPE 445500803505 4 4 


Gross Margin by Drugstore Department 
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order from your wholesaler 


MULTIPLE PROFITS 


at no extra cost to you! 


MUELLER BRASS C0. 


PORT HURON, MICH. 


SOURCES 

Carnation’s 

Guess 

Chain for an 

Drug American Store Lilly Average 

Department Topics Druggist Age Digest Figure 

PYOSCHIDUOGN «02... 52.4% 35.7% ae 54% 52% 
POUNTAIN 22505 45.9 40-50 46.44% Sr 46 
MNGEIOD ki eisecs 40 33-40 37.10 41 40 
2 are 33 33 34.62 - gr 33 
Tobacco, etc. .... 9 18-32 14.58 18 18 
OVEROR c66 5.446% od re ae 32.3 32 


Return Per Dollar Invested Is Analyzed 


Annual Average Return 

Inventory Gross Per Dollar 

. Turnover Margin Invested 
DOTUBROPOR: ois ites caee 3.5-6 30-34 $ 1.19-$ 1.80 
BOGE BiOres «isccceves 12-20 16-22 2.64— 3.20 
FCO CEORM oicceces ncn 35-60 30-50 10.50— 30.00 
5¢ and $1.00 Stores ........ 0.4 store’s getting back to drugs.” This 
oo 3 Bee eee eer eer eee 22.8 article contains a great deal of clear 


“The sales building suggestion here 
is for drugstore operators to con- 
sider shorter gross margin on pack- 
aged ice cream in order to increase 
sales volume and find more dollars of 
net profit in the cash register. 

“An eastern ice cream manufac- 
turer sold a group of ice cream deal- 
ers on reducing gross margin on 
packaged ice cream from 43% to 
33144%. Sales doubled. The retailers 
realized a 20% increase in ice cream 
profits from doubled sales. 

“Druggists with fountains should 
not let the ‘take-home’ ice cream 
business slip away to outlets which 
take lower gross margin. Large mar- 
kets, for instance, regularly operate 
the over-all store on a 15 to 18% 
margin. Ice cream at 26.4% gross 
margin is a long margin item to 
them. You require some more margin 
because of your higher cost of fix- 
tures, lower rate of turnover, longer 
operating hours, more service, etc. 

“Carnation’s suggestion is to check 
your packaged ice cream’ gross 
margin against your direct operating 
costs for the ice cream and trade 


| greater sales volume with more pro- 


fits for a larger gross margin on 
fewer sales. 


Separate ‘Take Home’ Section 


“A second carry out ice cream 
building suggestion is to consider 
separating your ‘take-home’ ice 
cream cabinet from the fountain de- 
partment. By creating a new depart- 
ment, you have a ‘second’ display 
to impress the customer. 

“Perhaps the greatest advantage 
is that self-service ‘take-home’ ice 
cream cabinet labor costs are nil 
compared to 25% at the fountain; 
therefore a much lower gross mar- 
gin is possible. A number of east 
coast dealer organizations are fol- 
lowing this plan with marked suc- 
cess. Here, fountain managers do 
not object to lower gross margin for 
‘take-home’ ice cream _ because it 
doesn’t reflect against their fountain 
operation.” 

The Carnation bulletin offered the 
following excerpt from a druggist 
journal on the danger of “drug- 


reasoning and comprehension and 
should give the prudent druggist 
something to think about. 


‘Prescriptions Only’ Fallacy 


“ “Every day another’ druggist 
swears that it’s time to go back to 
selling drugs and drugs only. It’s 
a good thought but not very practical 
Agitators for the return of drug- 
stores to professional business ex- 
clusively are not giving us the whole 
story, and those men who are sick 
and tired of this department and that 
department are not analyzing very 
closely. 

“The prescription department is 
the life-line of the drugstore unques- 
tionably. Without a professional de- 
partment, the drugstore is just an- 
other general merchandise store. A 
return to professional business and 
lines is intelligent, but that doesn’t 
make it necessary to throw out 
everything else that for a good many 
years has been integrated with a 
drugstore. More professional effort to 
work with doctors and customers is 
creditable, and the prescription de- 
partment should be the featured de- 
partment. 

“The man who talks of eliminat- 
ing the soda fountain is motivated 
by two things. Hither he is a truly 
professional man who can run a 
professional business and make a 
living out of it, or he is a fellow 
who has run into trouble getting 
help, supplies and satisfied customers. 
These are unusual times and the 
problems of fountain management 
were never tougher. 

“Before throwing out any depart- 
ment of a store, though, its owner 
should go back to normal or sub- 
normal days, as we will have again, 
and find out what a department was 
capable of doing for the whole op- 
eration. Thé soda fountain will prob- 
ably be too important to eliminate 
on that basis. If it wasn’t a vital 
department in the past, it ought to 
be eliminated to make room for the 
kind of fountain operations in a 
community which are_ successful. 
There are ways to overcome the 


(Concluded on next page) 
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The THESCO complete line includes 
expandit cases and walkins that 
grow with the merchant's business. 
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combo-grocery stores are concerned, Comparison of Markup and Turnover for Independent 
What Package Ice Cream Sales Can Mean pod pr watered a hae ae cae Food Stores and Food Chains by Grocery Departments 
V's e tomer out of 10, saleswise took ice Markup Annual Turnover 
"4 T D d G § p ; cream home for dessert! Hasn’t it Ind Ind. 
_ 0 rug an rocery tore ro Its = a magnificent sales poten- Food Food Seed Feed 
ial? : bs Ss 
Stores Chains Stores Chains 
re (Concluded from preceding page) has an 8-hole ice cream cabinet, Department 7 ‘ 
problems of this moment—eliminat- ~~ up 13 rd ft. of od ye Ice Cream Growth —— OTT Tre TT eer eee _ _" = S 
| ing the department isn’t the way. e grocer charges another . Se LO Cee eee ere | 
a ‘i ** of aisle space to the ice cream de.  /m Food Stores EE SR 24 22 100+ 100+ 
| Analysis for the Druggist partment, he has 30 sq. ft. or oth = “Here are some of the highlights Meat ................00000. 16 15 70 70 
of his floor area charged to ice cream. i ansion through food : 1 
“Before you start getting back to B pe penny . a lene — = Canned Preafte .............. . : = = 
drugs only, re-discover what drugs Qn a Floor Space Basis dreds of independents in nine states: Canned Vegetables .......... 4 
only amounted to for you in 1930, 7 : CURE sie code eia cin eee e 12 11 16 
, “Now if 2,000 gallons of ice cream “1. Of stores: handling ice cream, 
1932, or 1936. There hasn’t been the ’ : j . ; ; 
volume in drugs that there is-now, re sold annually for 28 cents per 81% report sales in 1947 were higher chants stress the necessity of selling recently installed a cabinet on wheels, 
V’s and those feeder departments to the Pint, his gross dollar sales for ice than 1946. Yet, in spite of this suc- 4 good brand of ice cream. Uniformly reports excellent sales results when 
SS drug department will some day prove Cream would be $4,480. If every 'oth cess, food stores have only begun high quality, though not necessarily he moved his case into the checkout 
an their value again. of the floor space contributed a like to tap this more than 600 million- g premium brand, dealers report, is zone. 
ge “It’s another case of thinking be- 2™ount to sales, this grocer’s volume gallon-a-year market, which means the real foundation of continued high “7. When ice cream is handled and 
re fore leaping would be $4,480 x 70, or $313,600 a consumption of 35 pints per person. sales in ice cream. merchandised properly, says a Texas 
% se ‘ _ annually! In 1940 less than 12% of the na- “3. Seasonally, 68% of annual sales merchant, it does a wonderful sell- 
y If all 1945 U. S. prescription sales “Total gross profit for five big  tion’s ice cream sales went through are made in warm weather months. ing job for related items. He is par- 
amounting to $502,750,000 were di- chains on their fruit and vegetable food stores. ticularly impressed with the way that 
, vided by the 66,997 drugstores where produce departments averages $645 “Today, with nearly three times as Margins In Ice Cream ice cream promotes the sales of all 
: these sales were made, the average per month while $573 is the gross many food stores handling ice cream, kinds of cakes and pastries, as well 
| annual sales per store was $7,504. on ice cream for the same markets. and with the benefit of display equip- “4. What according to retailers as frozen and fresh fruits, ice cream 
| Any druggist knows that you can’t pis return on ice cream is greater ment that sells more per store, it is Surveyed, is the average margin in ooices and toppings.” 
operate a complete store on sales Of than gross profit return per store a fair assumption that the food ice cream? Although margins vary 4 
$7,504 annually. This means that per month on coffee ($28), bread  store’s share of total sales has more between Giteremt paste of Ue coun- 
such a large number of drugstores ($64), potatoes ($75), fruits ($128), than doubled its 1940 rate. The mar- try and according to brand, the aver- 
couldn’t exist without non-profes- fresh fruits ($172), all groceries ket is enormous, and in the imme- 48 aS reported in this study was 
4 sional activities such as ice cream ($290), and vegetables ($270). diate future, food merchants can and 26.4%, based on retail value. With eco ra) 
a and the fountain department. “For the grocer as for the druggist, should get a larger share of this OVer-all store margins now running 
20 “The Lilly Digest analyzed the jce cream is a profit maker because profitable business, and at the same between 15% and 18%, every dollar 
a 1947 operating statements of 102 it contributes both margin and turn- time be a strong factor in increas- ‘Sale in ice cream is worth consider- A 
il identical drugstores to find that about over of stocks. The above table (Com-__jng the per capita consumption of ice @bly more in terms of profit than a ; i 
80% of sales were contributed by parison of Markup and Turnover) cream. dollar sale of goods at average mar- For the Refrigeration Industry 
wes non-professional activities. presents markup and turnover by “2. Dollar sales of ice cream, ac- ®'”: (ne. short, ported sesting. “eeldoven.®” oth 
are Average income per major grocery departments, both by cording to retailer’s own records or “5. Food merchants say addition Made by men who KNOW refrigeration. 
ind store from _pre- independent food stores and by food stimates, ranged from 1.5% to 7.5% Of ice cream, increased case sales | DISTRIBUTOR INQUIRIES INVITED 
ist scriptions Trt et $12,687 20. 9% chains. . : of total store sales during 1947. 69% . 
Other sales per Ice cream fares well in this com- stores participating in the survey “6. Store operators who commented LDEA\ WV 
MOOT S56ns0<s0004 48,066 79.1% Parison. It yields the longest markup averaged $150,000 a year in total. on location of ice cream display 
for the grocer and compares favor- toe cream has become one of the voted for a position, if possible, near | PRODUCTS, INC. | 
‘ist $60,753 100% ably with bakery, produce, and meat +, 19 lines in these stores. Mer- the checkout. One merchant, who has | 1042 Dean St. Brooklyn 16, N. Y. 
to : paiee departments, all known for their 4, 
“In summary, the evidence indi- . Y 
[t’s ‘ : rapid stock turnover. 
1 cates that ice cream along with other “Not only is ice cream a relatively 
om penal rofessional activities is a pre- inexpensive dessert nowadays as well 
ex- requisite for profitable drugstore op- as low in calories for desserts, but 
ole eration. ice cream has a sales potential second 
ick ‘ to none. Proof is offered in figures 
mon Ice Cream In Grocery Field for 1947 on what the U. S. public 
ery In the grocery store field, Carna- Spent for desserts in combo-grocery > 
tion says ice cream is the fastest stores: ea 1n 
is growing grocery department. % of These 
Desserts Sold 
ies- “More than two thirds of the lead- wheengh Guecestes 
de- ing independent grocers now handle Compared to 
an- ice cream compared with only 22% Total U. 8. Dessert 
A in 1938. Merchants call it a new Dollar Food end Sales In an of res O n se — 
and staple item that brings both volume eaten orc npr at 
out wa seer $ 95,000,000 Ice C 11.41 
= “Ice cream contributes 5 times as 291 924.000 peep 45. a 
"a | BUG of the sroers grom margin “Shia Pee am | Ru baking aout sce I go this time 
to borne out by the illustration of a 142894000 Canned Fruits 81.06 @ Plenty of satisfied cus- saving McCray Koldflo Dough-Retarder! 
| is . a . 
ra “The 30 by 70-ft. grocery store “As far as ice cream sales through P & g 
_ what we’ve been telling you ’ 
at- “ ae : 
all along—that McCra Linda’s Cookie Jar, 
a : E ASY be y ‘ than! 1449 Boston Avenue, 
«’ SWITCH TO 1\ ON Koldflo is today’s best bet ; Bridgeport, Conn, 
*. ae INST ALLA 'in commercial refrigera- department: "tyes me aten 
0 | = 
ing tion. Why not get the full ant ssarket®> 4 
ers. | jsbecke N.Y- Idflo display 
the _ McCray Koldflo story that were, Ne four im case 
ent | ; eel Waits Pulse sales 
opens the way for quick and vegetables! 
urt- ts 
ner customer response and oi 
ub- e Presid, * 
ain _ big profits for you. Foo Chee Wages : 
» Long Ista nee, 
poe we coated ‘ — V.Y. : 
‘. | ance fay «= 
‘ob- | a 32% st new Mc 
ate ts en with 
ital | McCray Koldflo Multiple-Deck, yete SEPA 
to _ Self-Service, Dairy Display Case— ere “aeck 6° 
~ _ each 6-foot section gives 30% more Kold capes 
ful. _ product on display. S 
the 
| 
| 
| Here’s a complete line of rugged water valves for all types of refrigerants. McCray Koldflo 40 cu. ft. Reach- : a 
Jo Sizes from %” to 2%” I.P.T. Flanged and threaded models. Brass bodies In with full-leagth service doors — ‘ 
standard on %”, 2” and %” commercial types. Penn Water Valves give long, : . 
j : ‘ ‘ : 8 adjustable, reinforced metal-bar 
dependable service because the materials are right and the proved design hel if al ich 
| keeps water away from range spring, bellows and sliding parts. And you can a ~containe rienscadienel ” 
tell by looking at these valves that they’re easy to install. See your jobber metically-sealed condensing unit. 
or write for full information on the Penn Series 246 water valves. Penn is 
i Electric Switch Co., Goshen, Indiana. Export Division: 13 East 40th Street, eS ES ED ES SS SS SS SS eS GS ee es 
ine New York 16, U.S.A. In Canada: Penn Controls Ltd., Toronto, Ontario. THE BEST IN 
McCray Refrigerator Company, 995 McCray Court, 
LOW-COST REFRIGERATION | Kendattvitte, indiana. 
Please send me complete information on the line of McCray ’ 
| Koldflo commercial refrigeration equipment. 
NicCra | mame : 
= | ADDRESS | 
o | AUTOMATIC CONTROLS | [om ZONE___sTATE 
= FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES ee ee ee ee oe 
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A Humdinger of an Idea 


Commercial Equipment Loaded on Trailer, 


Peddled In Country Doesn’t Come Back 


KALAMAZOO, Mich.—‘‘We’ve just 
tried this idea for about a week, but 
if it continues the way it started out, 
it is going to be a humdinger.” 

That was the enthusiastic opinion 
of E. L. Ihrig, business manager of 
Tony’s Refrigeration at 322 E. Michi- 
gan Ave. here. The idea he is talking 
about is not exactly new, but it em- 
bodies an additional ‘twist that is 
really selling commercial refrigera- 
tion equipment for the firm. 

“Just a short time ago,” Ihrig ex- 
plained, ‘“‘we had a trailer built es- 
pecially for us that could be attached 
to any of our trucks or salesmen’s 
cars. So last week (early July), we 
loaded her up with a couple of bottle 
coolers and a freezer and sent two 
salesmen out into the country with it. 

“When they came back that night, 
the trailer was empty. They had sold 
all the equipment right off the trailer. 


Sell Everything Off Trailer 


“We have sent the trailer out four 
times so far and have never brought 
a piece of equipment back yet. Of 
course, I don’t expect to sell every- 
thing every day, but the idea is sure 
a sales producer. 

“On one of the trips we loaded an 
old used meat case that had been 
sitting around the showroom for.two 
months. It didn’t come back.” 

Thrig likened the idea to visual 
education in schools. When the pros- 
pect can be shown exactly what the 
salesman is. talking about, he is 
much easier to convince and turn 
into a customer. 

TIhrig pointed out that the trailer 
is being sent out to rural customers 
who would have to make a special 
trip into town to see a case or freezer 
they wanted. Being busy, they might 
put off the trip for weeks. So sending 
the merchandise to them is a real 
convenience. 


Like Visual Education 


Besides, Ihrig explained, when a 
meat case, for instance, is taken 
right to the store of a rural mer- 
chant, the merchant can see for him- 
self just how that case would fit into 
his store. He might not have been 


By George M. Hanning 


able to visualize just where he would 
put it or would argue that it would 
take too much valuable space. 


With the equipment right there, 
he has no trouble seeing exactly how 
it will improve the appearance and 
efficiency of his store. Additional 
assurance is gained by the fact that 
he knows that the particular case 
he is seeing is the very one he is 
going to get. 

This is an important factor in 
the sale of used equipment, Ihrig 
pointed out. The prospect, from just 
hearing a sales talk, never feels sure 
that the case will live up to the sales- 
man’s description. So when he can 
see it -right at his own store, his 
fears are brushed away. 

Ihrig said that the salesmen, when 
they make a sale, can either call 
back to the office to have a service- 
man come out and install the unit, 
or they can hire labor right on the 
spot to put it in. 

When two go out together, which 
has been the case so far, they split 
the commission on these sales. 

Tony’s, owned by Tony Lorentz, 
who, at 325 lbs. considers himself 
one of the biggest men in the in- 
dustry, has five full time salesmen 
who are kept on their toes by a 
continuous series of sales contests, 
Thrig said. 

A thermometer chart that shows 
the comparative records of each sales- 
man is hung in the office where all 
can see it. 


Where Do I Stand, Boss? 


“Surprisingly,” Ihrig noted, ‘the 
men are much more concerned about 
their position on this chart than they 
are about the prizes offered each 
month. They are always after me to 
get their latest sales recorded on 
the chart.” 

The monthly sales contests, in 
which the salesmen vie for clothing 
or cash prizes (the prizes for May 
and June were $100 in cash) are 
scored on the ‘volume sold over an 
established minimum. Each month 
the company sets down what it con- 
siders to be the minimum sales 
volume per man to be reached that 


Model 2 FDI 
25 Cubic Foot 


Model 2 FDF (Blower) 
Also Available 


Reach-in_ refrigerators 
from 20 to 45 cu. ft. with 
either blower or ice cube 
maker coil. 


Model 6-9 
ADD-TO 
Storage 

Refrigerator 


Special sizes of Storage 
Refrigerators now available. 


Manufacturers Agents 
wanted for 
several territories. 


month. The salesman who gets the 
highest over the minimum gets the 
prize. If no one reaches the minimum, 
then no prize is awarded. 

Tony Lorentz started up in the 
refrigeration business 13 years ago 
as a serviceman. He gradually built 
up a reputation as a service expert, 


‘which paid off during the war years 


when service was at a premium. 

During the lean “allocation” days, 
he bought refrigeration equipment to 
sell wherever he could get it. But 
about 2% years ago he was given a 
York franchise and has handled that 
firm’s merchandise ever since. 

Tony’s has made ammonia refrig- 
eration one of its specialties and 
claims to be the only large firm 
handling this type equipment be- 
tween Chicago and Detroit. 

The firm concentrates on installa- 
tions of 3-ton capacity and up, with 
many of its customers being among 
the locker plants, fisheries, and 
dairies in the southwestern part of 
the state. 


Biggest Outstate Service Outfit 


Tony’s also boasts of having the 
largest service organization in the 
state outside of Detroit. This con- 
sists of 10 servicemen, a_ service 
manager, and a stock room man. The 
firm also employs a mechanical en- 
gineer. 

Ihrig pointed out that the firm 
experienced its greatest growth in 
the years following the war. When 
he joined the firm three years ago, 
there were only four servicemen and 
no salesmen. 

“Business pyramided during these 
three years,” he said, ‘and the com- 
pany is now experiencing a levelling 
off for the first time. Personally I 
think this levelling off is a good 
thing. It is dangerous for a business 
to continue to grow so fast. 

“The levelling off will give us an 
opportunity to take stock of our- 
selves and prepare solid ground for 
future balanced growth.” 

A popular sales item right now is 
the automatic ice maker, Ihrig 
pointed out. These have been installed 
in dairies, fisheries, hotels, and 
cafeterias. 

Ihrig expressed the belief that the 
units being manufactured today are 
too large. He feels that the restau- 
rant and hotel market will expand a 
great deal when smaller units are 
brought out. 


Stores Ice In Tile Bin 


He cited one rather unusual in- 
stallation of an automatic ice maker 
that Tony’s made for the Lansing 
Dairy at Lansing, Mich. Here a spe- 
cial tile bin was constructed and 
equipped with stainless steel doors. 
The bin was designed to hold 8 tons 
of ice. The ice maker, a York DER- 
25, which is capable of making 4 
tons of ice daily, was mounted on a 
reinforced concrete platform above 
the bin so that it feeds ice right 
into the bin. 

Doors are located on three sides of 
the bin so that three trucks could 
load ice at the same time. 

Another popular and profitable 
sales item for the firm has been 
copper tubing and fittings, not par- 
ticularly for refrigeration, but for 
oil burners and other such items. 

A sign on Tony’s front display 
window advertises “Copper tubing 
and fittings., All sizes. We cut and 
flare.” 


Copper Tubing Is Money Maker 


Thrig related that the company 
fell into this trade more or less by 


accident. A while back, Tony had an 
opportunity to buy up a stock of 
copper tubing at a very good price. 
The tubing was not dehydrated, but 
was alright for use in oil burners. 

He bought the tubing and put a 
large advertisement in the news- 
paper offering it for sale at a rea- 
sonable but profitable price. The re- 
sponse was overwhelming. He sold 
out this stock in a hurry and had to 
purchase more to fill the demand. 

So he continued to carry it. and 
other fittings for sale out of his 
stockroom and has been doing a nice 
business ever since. Ihrig noted 
that Tony was not competing in 
any way with the local refrigeration 
supplies wholesaler. He carries items 
not stocked by the wholesaler and 
sells to the trade only when the 
wholesale house is not open. 

The value of this trade, Ihrig 
asserted, goes beyond the profit made 
off the items sold. The word of 
mouth advertising, “If you can’t find 
it anywhere else, try Tony’s” has 
drawn many prospective customers 
for refrigeration equipment to the 
store that would never have come 
otherwise. 

Tony’s has not been too active in 
the air conditioning market, though 
the firm does sell the York line. One 
promotion that has proved fairly 
successful this summer has been to 
install a free demonstrator unit in 
the office of the manager of promi- 
nent office buildings and invite the 
tenants in for a demonstration. 


Bidak Named Cabinet 
Engineer by Coolerator 


DULUTH, Minn.—R. E. 
Deaux, chief engineer for The | 
Coolerator Co. has announced the 
appointment of John Bidak as 
Coolerator cabinet engineer. 

A mechanical engineering gradu- 
ate of Indiana Tech., Bidak continued 
his studies at the Chrysler Institute 
of Technology where he received his 
master’s degree in automotive engi- 
neering. - 

For the past seven years, he has 
been associated with the Chrysler 
Corp. As chief engineer for Cycle- 
weld division, he was responsible for 
the design and installation of com- 
mercial refrigeration. He was also 
a member of the teaching staff of the 
Detroit School of Applied Science. 


(Dixie) » o> 


Mueller Brass Co. Reports 
$487,173 Loss for 6 Mos. 


PORT HURON, Mich.—For the 
six months to May 31, Mueller Brass 
Co. has reported a net loss of 
$487,173, compared with a net profit 
for the like 1948 period of $960,913, 
or $1.81 a share, after all charges, 
including $150,000 inventory reserve. 


For the quarter to May 31, the 
company reported a net loss of $703,- 
417, against a net profit of $383,225, 
or 72 cents a share, for the like 
1948 period. 

The net loss is after $1,295,404 
write-down of inventories of metals 
less refundable Federal taxes of 
$298,590 in the six months and 
$431,127 in the May quarter through 
carryback of loss. 

F. L. Riggin, president, said that 
during the May quarter, the market 
price of copper declined about 25% 
and that of zinc approximately 37%. 


“In anticipation of such decline in 
prices of metals,” he noted, “the 
company had appropriated amounts 
aggregating $1,165,000 from earnings 
of the fiscal years 1947 and 1948 for 
a reserve to care for losses resulting 
therefrom.” 

He said the amount transferred 
from the reserve during the quarter 
was $802,925, leaving a balance in 
the reserve of $362,075. A further 
write-down of the company’s metal 
inventories will be necessitated by a 
further decline in metal prices in 
June, he added. 

Riggin reported that the company 
is proceeding with the construction 
of its new power plant. 


The Baud Dina 


REFRIGERATION NEWS 


INFORMATION. HELPS. JOKES 


To keep you “up” on what's going 


on in the refrigeration business. 
The LIQUID LINE is published 
monthly by RSI, and is one of the 


many services we offer customers. 
Use your letterhead, pleuse 


REFRIGERATION SERVICE, INC, 
West Coast Wholesaler since 1928 
3109 Beverly Bivd., Los Angeles 4, EX. 3111] 


@ 


ETT see v. 


INCREASE YOUR SALES TO Latin America! 


— by advertising your products in 
RADIO Y ARTICULOS ELECTRICOS 


You get thorough coverage of almost every important re- 
frigeration and air conditioning importer, distributor and 
retailer when you use ®ADIO Y ARTICULOS ELECTRICOS. 
Monthly circulation of 9000 copies with special section each 
issue devoted to refrigeration and air conditioning. 

The cost is low—rates start at $25 per issue for a 2” ad. 
RADIO Y ARTICULOS ELECTRICOS is the only export 
journal serving this field in Latin America. 


Write for sample copy and complete data. 


THE CANTERBURY PRESS 
Jackson Blvd. 


Chicago 6, Ill. 


AIR CONDITIONING UNITS 


ADAPTABLE 
for COOLING 
and HEATING 


FOUR SIZES 
-5-7% and 10 
TON CAPACITY 


write 
for BULLETIN AC -171 


KRAMER TRENTON CO. Trenton 5,4. 9. 


Above Model B180, Stainless Steel Exterior, 
with #282D Double- Spout Water Equipment. 
a Medes. .Wet or Dry Operated Coolers. 
4 Sizes—4, 5, 6 & 6% Ft. 


¥ range from 5 to 50 
cases, here is the an- 


.. Capacity 


swer for fast, low-cost, 
trouble-free cooling... 
Write for literature 
and complete details. 


3110 N. lith Street © St. Louis 7, Mo. 


CHOICE OF THE TRADE IS THE “BEVCO-MAID” 


(rae 


Above 

Model DB6-21 Dry 3 
Cooler, S.S. Exterior, with 

Fin- Coil Construction. No Blower Necessary. 
“DB” Models...Dry Counter-Type. 4 Sizes— 
4,6,8 & 10 Ft. Self-Contained or Remote Units. 
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N.Y. Skyscraper Gets 
Biggest Conduit Type 
Air Cooling System 


NEW YORK CITY—tThe 42-story 
skyscraper now rising at 1407 Broad- 
way, in New York’s Times Square 
district, will be completely air condi- 
tioned by the Carrier conduit 
Weathermaster system, the largest 
such installation in the world, Cloud 
Wampler, president of Carrier Corp., 
announced recently. 

Four of the skyscrapers now under 
construction in a comparatively 
small area in mid-town Manhattan 
will use this Weathermaster system, 
which gives individual occupants 
complete control over their own in- 
door weather, Wampler said. 

Contracts were signed earlier this 
year for similar installations in the 
39-story Secretariat building of the 
United Nations, the 39-story office 
building at 100 Park Ave., and the 
25-story Mutual Life Insurance Co. 
building at 55th and Broadway. 


At 1407 Broadway, space savings 
through the concentration of air 
handling equipment and through the 
use of small steel conduits rather 
than large ductwork for moving con- 
ditioned air will amount to some 
57,000 sq. ft. of rentable space, 
Wampler declared. 

“Actually if conventional duct- 
work had been used, 1407 Broadway 
would have been a 40-story rather 
than a 42-story building had the 
owners decided to hold it to the 
same height as is now planned,” he 
asserted. 

More than six miles of small con- 
duit will be used to carry conditioned 
air at high velocity to all outside 
rooms. Also, the installation will be 
unique in its handling of the interior 
zones. Conduits will be used _ to 
bring air up to the interior zones and 
ductwork will be used only for the 
horizontal movement of air in com- 
paratively small areas on the diff- 
erent floors, he explained. 

The conduits will be paralleled by 
small pipes carrying chilled water in 
summer and hot water in winter. 
Both air conduits and water pipes 
run into individual Weathermaster 


One of a series from 


vo MIR CONDITIONING 


by James J. LaSalvia 


Readers who have any questions regarding the application of 


air conditioning are invited to write to Mr. LaSalvia, the author 
of this series, who will be pleased to furnish a complete and 


detailed answer free of charge. 
provided by the NEws. 


This is another of the services 


Economics 


THE NEED 


Air conditioning up to the present 
time has had only the slightest intro- 
duction into the lives of human be- 
ings. It is not as yet established 
as a necessity for human beings in 
the summertime, as heating has 
been in the wintertime. 

The chief reason is that the aver- 


units in each outside room, permit- 
ting occupants to dial their own 
weather. 

Refrigeration for summer air con- 
ditioning will be furnished by two 
huge Carrier centrifugals installed 
below ground. More that 70,000,000 
Ibs. of steam will be used annually 
for air conditioning heating and hot 
water. 

William Zeckendorf, president of 
Webb and Knapp, Inc., and chair- 
man of the board of the 1407 
Broadway Realty Corp., reported the 
new building would be the first sky- 
scraper erected in the Times Square 
district in 19 years. It is scheduled 
for completion by Feb. 1, 1950. 

The building will contain a million 
square feet of rentable space, more 
than half of which has already been 
rented, Zeckendorf reported. 

S. M. Hirsch is president of the 
1407 Broadway Realty Corp. Archi- 
tects are Kahn and Jacobs; consult- 
ing engineers, Jaros, Baum and 
Bolles; the general contractor, J. H. 
Taylor Construction Co., and the me- 
chanical contractor, Raisler Corp. 
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AG Gat a TY) 


- COMPLETE - READING 


|-108 S. JEFFERSON ST., CHICAGO 6, ILL. 


EVERYTHING FOR THE COMMERCIAL OR INDUSTRIAL 
ELECTRIC REPAIR SHOP! 


WRITE FOR FREE, 238 PAGE ILLUSTRATED CATALOGUE 
(On Your Letterhead, Please) 


K 


INSULATION 


SUPPLIES g 


ELECTRIC CO., INC. © 


| TELEPHONE: CENTRAL 6: 


taxes of $1,255,116, 


age person believes that the cost of 
owning “comfort cooling” is out of 
his reach and also that it is a luxury. 

It is obvious that the lack of gen- 
eral acceptance of air conditioning is 
due to the recent development and 
introduction of ‘‘comfort cooling.” 

It is then necessary to create the 
“need” of air conditioning, and this 
can be accomplished by promoting 
the benefits which can be derived 
from it. 

The accompanying list shows some 
of the benefits which air conditioning 
will provide for various establish- 
ments. 


COST AND MAINTENANCE 


It should be the: duty of every 
air conditioning engineer, to have a 
knowledge of the cost and mainte- 
nance of air conditioning systems. 

Many times he is called upon to 
substantiate the use of air condition- 
ing before it is actually designed and 
installed. Several factors should be 
well understood in order to prove 
such a point and to follow through 
with the design and installation as 
proposed. Main factors are: 

1. The survey. 

2. Tonnage estimate. 

3. Cost estimate. 

4. Owning the system. 


(To Be Continued) 


Allen Dean To Manage 


® Sales for A. V. Cauhorn 


DETROIT—Allen Dean has been 
appointed sales manager for A. V. 
Cauhorn Co. here, distributor for 
Chrysler Airtemp air conditioning 
and heating equipment, it has been 
announced by A. V. Cauhorn, presi- 
dent. 

For the past two years, Dean has 
been sales manager for The Paul 
Bunyan Co., of St. Ignace and 
Detroit, producer of pre-cut houses. 

As a _ staff executive for the 
Detroit Board of Commerce from 
1936 to 1945, he was often a spokes- 
man for Detroit business at Washing- 
ton and in national organizations. He 
also headed the program that ex- 
panded Detroit airline service from 
two airlines in 1939 to the present 
day world-girdling routes. 


Fedders Net Profit Rises 
During First Half of 1949 


BUFFALO—A _ net profit after 
or $1.01 per 
common share, on sales of $15,232,- 
345 for the six months ending June 
30, was reported recently by the 


| Fedders-Quigan Corp. here. 


This was considerably above the 
net profit of $897,347, or $.25 per 
share, on sales of $10,490,027 for 
the same period in 1948. 


with Kan 


Dependable, precision-built Ranco 
Replacement Controls insure greater 
customer satisfaction mean 
more profits for servicemen. You 
can handle all kinds of replace- 
ment jobs—domestic or commer- 
cial—when you select from the 
quality Ranco line—most complete 
line ever supplied to the trade. So 
check with your Ranco wholesaler 
today. Replace it right with Ranco! 


—most complete line of replacement 


controls on the market! 


... more than 20,000,000 controls now in use 


World's Largest Manufacturers of Refrigeration Controls 


. List Shows Advantages of Air Conditioning 


Establishment Benefit 

a. Promotes cleanliness. 

b. Increases patronage. 
Restaurants ec. Customers eating in comfort will 
Drugstores eat more. 

d. Increases revenue. 

e. Reduces spoilage. 
Banks a. Promotes cleanliness. 
Private offices b. Increases employes’ efficiency. 
General offices c. Reduces errors. 

d. Goodwill towards its customers. 

a. Promotes cleanliness. 

b. Increases occupancy of rooms. 
Hotels c. Promotes the use of 

undesirable rooms. 

d. Promotes goodwill. 

e. Increases revenue. 
Department stores a. Promotes cleanliness. 
Wearing apparel stores b. Retains present customers. 
General merchandise ce. Attracts new customers. 
Beauty shops d. Increases revenue. 
Barber shops e. Increases employes’ efficiency. 

f. Reduces spoilage. 


a. Promotes cleanliness. 
Office buildings b. Retains present tenants. 

ec. Attracts new tenants. 

d. Increases revenue. 


a. Promotes cleanliness. 

b. Attracts business. 

c. Increases revenue. 

d. Provides comfort by reducing 
nervous tension of attendants. 

e. Eliminates objectionable flower and 
attendants’ body odors. 


Funeral homes 


a. Promotes cleanliness. 
b. Attracts attendants. 

Theaters c. Can be kept in operation all year-round. 
d. Increases revenue. 
e. Eliminates attendants’ body odors. 
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VIRGINIA SMELTING COMPANY, WEST NORFOLK, VA. 
Distributors for Kinetic’s “Freon” Refrigerants 
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Restaurant Cooling Installation Two Compressors Cross-Connected for Variable Loads 


Permits 50% Load Reduction 
Without Any Appreciable Lag 


DETROIT — Herbert L. Hund, 
owner and operator of Hund’s 
famous restaurant in downtown 
Detroit, together with the popular 
Club Berkeley and the well-known 
Northwood Inn—both located in the 
suburban residential area, knows a 
good bit about air conditioning and 
is also the type of man who knows 
his own mind. 

Over the years, since the early 
1930’s, he has used straight ventila- 
tion with outside air, well water cool- 
ing, packaged air conditioning, and 
central station systems, in his vari- 
ous restaurants. 

Hund was among the better Detroit 
restaurant operators who were the 
first to install air conditioning in one 
form or another, because they knew 
it was good for business. During 
this early period a great many well 
water systems were installed, and 
most of these have since been 
abandoned, either because the water 
became sulphurous in character and 
produced an obnoxious stench when 
emptied into storm sewers, or be- 
cause certain wells “ran out” and 
cool water was no longer available. 

Hund’s restaurant was originally 
equipped with a well water system 
that provided adequate cooling for 
many years, but finally outlived its 
usefulness. 

This year Hund decided to install 
direct expansion cooling equipment, 
and to make certain changes in the 
air. distribution system to make it 
more efficient and more satisfactory. 
Capacity was also increased, as the 
restaurant’s patronage has grown 
steadily since the original well water 
system was installed. 

Based on design conditions of 95° 
to 75° d.b. and 80° to 67° w.b. to 
produce 50% relative humidity, Paul 
S. Hosman, chief engineer for Me- 
chanical Heat & Cold, Inc., engineer- 
ing contractor, estimated that the 
job could easily “get by” with a 
25-hp. system. 


EQUIPMENT FOR PEAK LOAD 
He recommended, however, that 30 


tons be installed, and Hund, because 


of his knowledge of air conditioning 
systems, agreed that the higher 
capacity would be most desirable. 

Two other precautions were taken 
to meet the “peak load” resulting 
from large luncheon and _ dinner 
crowds. These were to protect the 
sensible heat load by insulating all 
ducts running through the low attic 
with Air-Cell fireproof board, and 
to increase the latent load by in- 
stalling 6-row coils. Controls for the 
system were also designed to meet 
a wide variation in the capacity re- 
quired at any given time. 

The new 6-row coils located in the 
existing duct system are connected 
to two Westinghouse 15-hp. direct- 
connected compressors, as shown in 
the schematic diagram. These com- 
pressors are cross-connected, so they 


are served by a single Westinghouse 
condenser. Water enters the con- 
denser at 75° F. and leaves at ap- 
proximately 105° F. 

Control of the system is simple 
but very effective. When the system 
is started in the morning, the room 
thermostat calls for cooling and both 
compressors go into operation. As 
soon as the suction pressure in the 
system reaches a point where the 
load is being adequately handled, one 
compressor cuts out, leaving com- 
pressor No. 1 handling the job. Any 
change in the suction pressure causes 
compressor No. 2, to cut in and 
operate. 

Thus the load reduction is actually 
50%, but the operation of the system 
is practically instantaneous, and not 
subject to any lag. 


VARIABLE SPEED FAN USED 


Another important factor in the 
control of the system to meet sudden 
load changes is a. variable speed fan. 
A variable speed motor was installed 
so that the air delivery can be in- 
creased or reduced by a _ simple 
manual operation. Air delivery may 
be varied from 6,000 to 10,000 c.f.m. 
with a constant intake of 25% fresh 
air. 

By operating the system in this 
manner, the restaurant manager can 
increase the air delivery at will, and 
this is particularly valuable when a 
capacity crowd of conventioneers 
suddenly appears for an early lunch. 

In winter the restaurant is heated 
by steam coils installed in the ducts, 
and these are served by Detroit Edi- 
son Co. central steam. Control is by 
means of a thermostat connected to 
a motorized valve. 


All necessary changes were made 
in the air distribution system, includ- 
ing the installation of three new ceil- 
ing diffusers, located in a section of 
the restaurant having a particularly 
low ceiling. 

While Hund has had excellent suc- 
cess with “packaged” air condition- 
ing in his Club Berkley he still be- 
lieves that a central station system 
is advisable where high peak load 
capacity is often required. 


He knows that plenty of fresh air 
to eliminate smoke, adequate reduc- 
tion in relative humidity, and ample 
cooling capacity are all essential to 
the comfort of his many patrons. The 
new system in his downtown restau- 
rant has all three. 


SELLING IT TO CUSTOMERS 


And Mechanical Heat & Cold, Inc. 
did not go to sleep on the job of 
helping Hund “merchandise” his new 
air conditioning system. Before the 
building was closed for installation of 
air conditioning and other alterations, 
small table cards were printed and 
placed before every customer. 

These read, ‘We will be closed be- 
ginning June 1 for the installation of 
Westinghouse air conditioning by 


<> 
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Pocket size — 4%" x 7" 
704 pages $5.00 


observed in making the repair. 


USED AS A TEXTBOOK 
IN 18 LARGE 
REFRIGERATION SCHOOLS 


PUBLISHED BY 
WILCOX & FOLLETT CO. 
CHICAGO NEW YORK 


THE LATEST BOOK 
REFRIGERATION 


Every repair man and owner should have this book at hand for ready refer- 
ence. Written by Edward R. Magnus, a recognized authority and consulting en- 
gineer on refrigeration, the book contains 21 reference tables and 139 line 
illustrations. Servicing instructions follow a logical pattern in which the prob- 
lem is presented, the equipment necessary is listed, general instructions follow, 
and the operation is completed with a short paragraph on precautions to be 


The Refrigerating Engineer Magazine says: 
REFRIGERATION SERVICEMAN’S MANUAL to the practical engineer, 
technician, or student without reservation.” 


ON 


REPAIR 


“. . . We recommend the 


ORDER YOUR COPY TODAY 


Wilcox & Follett Co. 
Dept. ACR 49, 1255 S. Wabash Ave. 
Chicago 5, Illinois 


Please send me........... ies of the peels. 
ERATION SERVICE N’S MANUA 


City, 2one & State. 


Isometric sketch showing the main 


piping connections in the air condi- 

tioning system for Hund’s Restaurant, Detroit. Note that the two 15-hp. 

Westinghouse compressors are cross connected and served by a. single 

condenser. A 50% capacity reduction is obtained by variation in the 
suction pressure. 


Mechanical Heat & Cold—watch the 
papers for re-opening announcement.” 
At the same time two large signs 
carrying a similar message were sup- 
plied by the contractor and erected 
on two sides of the building, and 
these signs were seen by thousands 
of people while the restaurant was 
closed. The contractor also partici- 
pated in the cost of re-opening an- 
nouncements in Detroit newspapers. 
According to Willard H. Sherman, 
sales manager for the engineering 
contractor, this type of advertising ‘s 
very valuable to his firm, and is also 
a real service to the; customer. 
Sherman reports that when Hund 
was approached about the use of 
table cards he said, “We were going 
to get them, but you go ahead, and 
be sure to put your name on them.” 


Larkin Offers New Catalog, 
Separate Price Listings 


ATLANTA—Larkin Coils here has 
just published a new 56-page catalog 
showing its complete line of com- 
mercial and industrial refrigeration 
and air conditioning equipment. 

By special permission of the Amer- 
ican Society of Refrigerating Engi- 
neers, several tables from the Re- 
frigeration Data Handbook are con- 
tained in the new catalog, printed in 
two colors. 

Unlike previous catalogs published 
by Larkin, the new one does not 
contain list prices. A separate price 
list has been published in conjunc- 
tion with the catalog and is keyed to 
the new catalog for easy reference. 

O. M. Sims, general manager of 
Larkin Coils, said, “we received such 
favorable reaction from both whole- 
salers and dealers when we published 
our new price lists recently, using 
one to show only the list price and 
the other to show the list and deal- 
er’s prices, that we are continuing 
to publish two price lists.” 

While the company is mailing 
copies of the catalog to its whole- 
salers and furnishing them with 
extra copies for distribution to their 
dealers, the company will mail a 
copy to anyone requesting it. 


New Texas Repair House 


MARSHALL, Tex.—A new refrig- 
eration repair department has been 
added by Manly’s here, with service 
on both home and commercial re- 
frigerators being offered. 


Trane Co. 6 Months 
Net Down, Sales Up 


LA CROSSE, Wis.—The Trane Co. 
and subsidiary, Trane Co. of Canada, 
Ltd., have reported a consolidated net 
income of $707,601 for the six months 
ended June 30, equal to $2.36 a 
common share, compared with $777,- 
229, or $2.59 a share, for the like 
1948 period. 

Net sales for the first 1949 half 
amounted to $11,438,418, against 
$10,614,074 for the corresponding 
period a year ago. 


Comfort for Old Point Comfort 


OLD POINT COMFORT, Va. — 
Hotel Chamberlin will air condition 
its main dining and banquet halls, ac- 
cording to Manager George Serret. 
Serret said the air conditioning unit, 
estimated to cost $30,000, will be in- 
stalled late this year. 


ELAVAN 


MANUFACTURING 
is COMPANY | 


3009 SIXTH AVENUE 
DES MOINES 13, OWA — 


LEARN more 
to earn MORK 


Enroll for Instruction in 
Air Conditioning 
Refrigeration 
Sheet Metal Layout 
Thermodynamics 
Heating 
Ventilating 
Heat Pump Engineering 
Practice & Theory 
Basic & Advanced 
GI Benefits 
Write For Class Starting 
Dates & Full Information 


DETROIT AIR CONDITIONING INSTITUTE 


4125 GRAND RIVER 
DETROIT 8, MICHIGAN 


AEROPASS CONDENSER 
FOR LOWER COST REFRIGERATION 


-Saves cooling water, prevents operating 
troubles, saves labor. It cuts the operating 
cost of freezing, cold storage or air condition- 
ing. It reduces power bills because compress- 
ors run at lower head pressure. Write for 
Bulletin 103. Address Dept. AC. 


NIAGARA BLOWER COMPANY 
405 Lexington Ave. New York 17, N.Y. 


Model "500" Recording 


from $37.50. 


AUTO-LITER 


oe For TEMPERATURE RECORDING 


Thermometer. Priced THE ELECTRIC AUTO-LITE COMPANY 


INSTRUMENT AND GAUGE DIVISION, DEPT. A-7 


NEW YORK 


The low-priced Recorder shown 
here is precision-engineered 
for accuracy. Liquid-filled 
movement is responsive to 
changes throughout the tem- 
perature range. Legible 6” 
chart with wide selection of 
chart ranges between minus 
40°F. and plus 550°F. Choice 
of 24 hr. or 7 day movement. 
Send for catalog showing this 
and many other types of Auto- 
Lite Thermometers. 


TOLEDO 1, OHIO 
* CHICAGO + SARNIA, ONT 
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Public Must Be Sold on Self-Serve Meats, 
Says Operator Who Is Convinced of Benefits 


Older Customers Are Most Reluctant About Accepting 
New Method, While Younger Couples Seem To Favor It 


KALAMAZOO, Mich—‘Personally 
I’m as sold on self-service meats as 
I thought I’d be, but there’s still a 
lot of pioneering to be done on sell- 
ing the idea to the public,” believes 
Lawrence Post, who operates an in- 
dependent neighborhood supermarket 
in the west end of this city. 


Post, a member of the Independent 
Grocers Alliance, and doing at least 


i at Better see 3 to a Customers 


packaged meats already on display in 
the cases,” Post explains. 

Among the advantages offered by 
pre-packaged meats that appeal to 
Post is this one: 

“With self-service I’m relieved of 
the tension that used to bother me 
when there was a big crowd around 
the ‘meat counters waiting to be 
served on the busy days. Now I know 


$5,000 every week, converted his 
meat department from service to 
self-service in April, installing three 
of the new 11-ft. McCray cases spe- 
cifically designed for pre-packaged 
meat operations. 

“Most all of the young people like 
the self-service meat, but some of 
the older customers aren’t too sold 
on it yet,” Post has found. 


“The young couples who trade at 
our store, and they include a lot of 
ex-Gl’s who are just setting up homes 
and getting started in life, don’t 
have too much money to spend on 
meat. 


CUSTOMER KNOWS PRICE 


“In a service meat department, if 
they ordered four pork shops, they’d 
be surprised and unhappy when they 
saw how much they cost. But when 
the chops are pre-packaged and dis- 
played with the price plainly marked, 
these shoppers know in advance ex- 
actly how much they’re going to 
have to pay. So instead of passing 
up chops completely because they 
don’t know what they might cost, 
these couples may pick out a pack- 
age of two or three chops.” 


For those customers who aren’t 
completely sold on _ pre-packaged 
meats, a sign on the cases at Post’s 
supermarket invites them to ask for 
“special cuts.”’ When he has finished 
cutting meat for one of these cus- 
tomers, however, Post wraps it up in 
cellophane to make the package as 
attractive as possible. 

“This impresses the customers, but 
more important is the psychological 
point of getting them accustomed 
to pre-packaged meat, because this 
package looks exactly like the pre- 


that most of these shoppers will pick 
out what they want from the open 
cases. 


MORE TIME FOR SPECIAL CUTS 


“This gives me more time to take 
care of those customers who want 
‘special cuts.’ I can figure out ex- 
actly how to cut the meat to get the 
particular cut which the customer 
wants. If you’re in a hurry, as you 
would be with a service meat opera- 
tion, you’d probably make mistakes, 
which can be mighty expensive.” 


There’s another point about self- 
service meats that Post likes. 


“The average butcher has_ the 
tendency to wait on the ‘woman in 
ermine’ ahead of the less expensively 
dressed customer. Usually this 
‘woman in ermine’ takes up much 
more of the butcher’s time than the 
average customer because she wants 
fancy cuts that have to be trimmed 
just so, but she doesn’t buy nearly 
so much or so often as the ordinary 
customer,” Post declares. a 


“The other customer naturally gets 
mad when she has to wait while the 
butcher takes all this time for the 
‘ermine coat.’ She resents it, and 
yet she’ll be in to buy meat maybe 
twice a day six days a week while 
the ‘ermine coat’ comes in maybe 
twice a month. 

“With self-service everyone is 
treated on an equal basis, and that’s 
the way I think it should be,” he 
believes. 

Before putting in the self-service 
meat department last April, Post 
took one of his assistants with him 
to work for a few days in self-serv- 
ice meat departments operating in 
neighboring cities. This gave them 


Self-service meats mean better service to customers, including those who want “special cuts,” 


- 


believes Lawrence 

Post, arranging the meat display at left, following the recent conversion of his independent supermarket in 

Kalamazoo, Mich. Cutting and wrapping is done directly behind the three new McCray cases. Open refrigerated 
cases for produce and dairy items are also featured, as can be noted at right. 


both some on-the-spot experience. 

He also sent one of his girl 
wrappers to another store that pre- 
packaged meat so she could pick up 
some pointers on this phase. 

“One of my best wrappers, though, 
is a girl who used to wrap fancy 
perfume packages,” Post commented. 

As for costs and profits in the meat 
department under pre-packaging, 
Post says he doesn’t have figure yet. 

“And I haven’t heard any other 
market operators giving out with 
any really exact figures on packaging 
costs. We know it costs more this 
way, but how much more, we don’t 
know. 

“I know our costs have been cut 
a lot from what they were the first 


few weeks, but I’m not so sure that 
this is the main point right now, 
anyway. 

“Self-service meats are still in the 
pioneering stage, and the big talk- 
ing point so far has been the increase 
in volume. I think we can worry 
about the costs later.” 


Fraser Opens Appliance Store 


ALBANY, N. Y.—Carl A. Fraser 
has opened a new appliance store at 
331 Central Ave., featuring Kalama- 
zoo sales and service. A set of alu- 
minum ware was given free with the 
purchase of any range or appliance 
during the formal opening. 


Distributorship Formed 
By Clayton Smith In East 


WILLIAMSPORT, Pa.—Formation 
of his own company to specialize in 
the distribution of packaged commer- 
cial refrigeration and air condition- 
ing equipment has been announced 
by Clayton C. Smith, who has cover- 
ed some 20 counties in this area for 
a General Electric distributor for the 
past four and a half years. 

Known as the Clayton C. Smith 
Co., the firm is located at 617 Hep- 
burn St. here. The company will be a 
distributor for Victor Products Corp. 
and several allied lines. 
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engineered? 


merchandising? 


advertising? 


producing? 


We would like 


Is it backed by good, adequate 


to have you ask these 


questions about Super 
We would like the oppo 
= them completely an 

y let us? Just mail t 
oat we'll give you full i 
is no obligation, of course. 


That is the all important question to ask about the Refrigerated 
Display Equipment you handle. 
You can answer that question by asking 8 more. . . they are: 


Is it well made, and properly 5 What selling aids does the com- 
pany offer? 


Is it designed for efficient modern @) Is it competitively priced? 


7 Who are the people at the head of 
the company... reputable? expe- 
rienced? friendly? 


Is the producing company sub- Do | have to supplement the line or 
stantial financially and capable of 


-Cold equipment. 
rtunity of answer- 
d truthfully. Will 
he coupon below, 
information. There 


! 
NOTE: Inquiries from out of | 
U.S.A. should be addressed to: l 
International Division, or use | 

I 
I 


Cable Address, “Supercold.” 


The Super-Cold Corporation 
1020 E. 59th St., Los Angeles 54, Calif. 


Gentlemen: 


will the one company furnish most 
types of equipment and parts? 


Ask these questions of any equipment before you handle it. Ask them of 
your present equipment. If there is a weakness in the answers, then there is 
a weakness in the ultimate answer to the main question ...WILL IT SELL? 


Please furnish me with details on 
your new Super- Cold franchise. 


City _ State. 
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... AND COMPLETE 


© 


alotetetetetetetatatatet 


cussing media values, fires this at 
me: 

“In taking hold of this problem of 
media _ selection, one of the first 
things to realize is that it is definitely 
untrue (with rare exceptions) that 


Prem, Mor, Duz, Dreft, Breeze, Glass 
Wax, Pard, Ken-L-Ration, Swans 


acceptance, remindership, and fine in- 
stitutional effect are, of course, de- 


- SATISFACTION advertising sells merchandise. Some te 
people do sell books and piano lessons be 
direct by mail through advertising, a 
but that field is small compared with tr 
This series of articles comprising ideas and principles for the small the great general advertising of 
retail or manufacturing business is written by James D. Woolf, who was so POs t —— R 
for more than 20 years a vice president and director of J. Walter i ph ayy mes po Be aaa rg a 
Thompson Co., one of the largest advertising agencies. Out of his pon Med teak ebventie 7 > Bel it th 
experience embracing all types of advertising and merchandising he ehahee tee tha nde te te nde” fil 
brings his counsel to the small businessman who must plan his own te tees that thers ave ‘ eutete re 
advertising and promotional efforts. things—adequate life and casualty ™ 
By James D. Woolf insurance, for example—that people . 
yJ often buy with reluctance and only uae aeeaee ae dan an ho 
Is Advertising Salesmanship? under pressure. And there are cer- e a8 
a 8 vi P tain products—such as automobiles, Wl! or better over the name of a -_ 
s In Writing Advertising, a book encyclopedias, and dishwashing ma- reputable retail advertiser? Or, run- a 
a ; of mine in the 1920’s, I said this: chines—that usually require demon- ning as a page in national maga- 1 
ee “The advertising business is (or ae 9 Be gett . Zines (same copy but more of it) 
ity in | re fea- stration and horse-trading with per , 
sce get ba on Ag aa ae | should be) a business of selling sonal salesmen. over a list of store names, why pr 
Sei hacks Chill Chests pie pice pir through print.” But even in these cases advertising wears it sell a carload of lamp- a 
. | The book was widely read and can and sometimes does carry on its ‘Shades? 4 
complete satisfaction | quoted, but nobody challenged that 
quoted, Sut nobody challenge . — back an enormous share of the sell- 
literature! statement. In those days my defini- Y ing burden. INSIST ON SELLING COPY mi 
tion was the accepted one. Its truth What baffles me is the current pas- gu 
| was being proved in campaign after THE GREAT CURRENT FALLACY sion for putting “entertainment” into = 
campaign by such able copy men as The notion that remindership ang 24vertising of store-sold articles. Re- ¢ | 
Claude Hopkins, O. B. Winters, and asa : ‘ . P tailers seem to be just as bemused as 
eis de passive consumer acceptance is the : ad 
1/2 to 10 LP. James W. Young. —_ i primary function of advertising is S8¢neral advertisers. b 
aed Today, in this era of radio, tele- nonsense. Countless thousands of per- The advertising pages of my local y 
CLEANABLE vision, skywriting, and commercial sons walk voluntarily into stores S™all-city newspaper are a hodge- me 
DOUBLE-TUBE movies, the term “print” is no longer every day and spend hundreds of podge of wise cracks, dreary gags, ect 
COUNTER-FLOW adequate. So I have had to revise my millions of dollars for products they silly jingles, and poorly-done car- tri 
defnition as follows: “Advertising is : toons. Why these retailers do not, like sir 
WATER-COOLED specify by name. y 
* a business of selling.” Did advertising, for instance their competitor the mail order ad- oul 
CONDENSERS But this definition—or any defini- merely “help” sell such revolutionary Vertiser, insist on selling copy is ais 
Watts Ser Miesaiese tion that emphasizes the selling func- products as Kotex, Odo-ro-no, and something that escapes me utterly. ber 
tion—is today not acceptable to a Zonite—or was it primarily store It is not my contention that the sole 
growing body of copy men and ad- 2 objective of all advertising is out- _ to 
. ae pressure that put them over? fa : ; 
vertisers. out a roar. This morning in my mail Is i hind-th t 1 right sales. It is also the job of ad- 
Every time I give voice to this I find a letter from the president of . _ bel yor ng = Saale. vertising, as Dale Carnegie would F 
definition in my current writings, an important radio station, a former ‘hip that is selling a ga os Ps “put it, “to win friends and influence U 
which I frequently do, somebody lets advertising agency man, who, dis- %8€S Of such specialties as Spam, oonie” over the long haul. Consumer M 


Down Cake Flour and Aunt Jemima sirable results. I 
gel ag "lest anoaaie But when you plan your strategy, ice 
is select your media, and write your O. 
HEAVY DUTY—24-INCH—BELT DRIVE - to human wants and needs? copy—what, where, when, why, cha 
I insist that in millions of instances 5.2 shoot for SALES Why not? Co 
advertising, almost  single-handed, , lone? : Per 
sells these and hundreds of other ee Se Pee See Oe ees ; 
products. The fact that the public } 
knows what it wants, in terms of (Chalke Named GECC Agent pede 
brands, is what makes possible to- 
| j = matter how dificult po pro- New York district manager of Gen- Co. 
; . uct—an insurance policy, a calculat- yagi Electric Credit Corp., has an- 
Hi. FY hest Qualit: Y ~~ ° CAPACITY ing machine, wire rope, or a storage jyoynced the meanedinaaal of C. T. pen 
4510 C.F.M. battery—why not pack into the copy Chalke as local representative at | 


Regardless of Price ! 


MAKE A... . $116.00 


COMPARE > MAKEB.... 


RANDALL self-aligning graphited bearings. 


BD24RV 
Net Price $ 2 4 00 
pe LIST PRICE 


SKF rubber-mounted Ball Bearings 


BD24SV 
Net Price $ 3 4’ J 
one er LIST PRICE 


WEG . V0 


Immediate Shipment! 


99.50 


$59.00 


$69.50 


30” x 30” 0.D. 


that extreme maximum of SELL that 
is possible? It has always seemed 
to me that the harder the product 
is to sell, the more urgent is the 
need for hard-hitting, factual, sober- 
minded copy. 

A little over a year ‘ago I wrote 
and placed a little ad (112 lines) in 
a newspaper Sunday supplement at 
a cost of around $200. Within a 
period of three weeks this advertise- 
ment sold, by mail, $2,800 worth of 
lampshades, and a steady trickle of 
further orders came in for months. 


The advertisement talked quality, 
design, beauty, and guaranteed satis- 
faction; no bargain price was offered. 
In 6-point type, solid, I jammed 
more words of information into that 
small advertisement than many ad- 
vertisers use in a double-page spread. 
The copy, neither “cute’”’ nor waggish, 
was hardly as entertaining as a page 
of copy in a Sears catalog. 

“Oh, but mail order advertising is 


Poughkeepsie, N. Y., succeeding S. 
W. Mills, deceased. 


sit 


INFORMATION IN A HANDY FORM 
- NOW READY 


Audels Refrigeration 
and Air Conditioning 
Guide. Highly en- 
dorsed for Engineers, 
Servicemen, Shopmen. 
Covering modern Prin- 
ciples, Servicing, Op- 
eration & Repairs of 
Household, Special, 
Commercial & Indus- 
trial units. Including 
Freon, ok Freezing 
Lockers, Water Cool- 
ers and Air Condition- 
ing Systems. 
A 8 WERS 
YOUR QUESTIONS 
1280pages,46chapters 
All Fully Illustrated 
and Indexed 
for Ready Reference 


COMPLETE @ PAY ONLY *1 A MONTH 


Information for Yourself. Mail Coupon Today. 
= Novopeation Uniess Satisfied. ASK TO O'SEE IT 


AUDEL, Publishers, 49 W. 23 St., N.Y. 10 
MAIL AUDELS NEW REFRIGERATION GUIDE for 


AUDELS 
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examination. If 0. K. | will send you $3 


different,”” do I hear you say? Yes, remit $3 monthly until price of $4 Is paid. 

that’s right. It is different—and ak os 

harder. It is harder because the mail 

order advertisement must stand on asmem - 
Occupation - 


its own two legs. 
Why, then, wouldn’t this same ad- 


Heavy, one-piece Venturi Frame. 
Scientifically designed for greatest 
efficiency. Extra-strong, arc-welded 
(not spot-welded), round tubes give 
least resistance to the air, at the 
same time providing greater strength. 
Genuine Torrington scientifically- 
designed blades. Accurately con- 
structed and balanced with conserva- 
tively tested ratings. 


sete 
Soon 
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‘\s\ If You're Interested in Refrigeration 
AY as. You'll want a copy of the new 


(ff Wes 


7 ae DEPENDABOOK  ¥. 150 


vy Wo” j Refrigeration 


7 Pa rts\Catalog 


DEPENDABOOK Number 150 | 
is jammed full of illustrated jai 
refrigeration parts and sup- 
plies at rock-bottom prices 
...Depend on the DEPEND- 
ABOOK. Write for your 


copy. 
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GENERAL (4{.) ELECTRIC \ 
Mi 


.. Y% H.P. rubber-mounted GE motor, 
115 volts, 60 cycle single phase A. C. 
Three-phase and D. C. motors also 
available. 
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De GUARANTEE 


Every STANDARD ELECTRIC Exhaust 
Fan is guaranteed for a period of one 
year. We will replace, at the factory, 
free of charge, any unit proving de- 
fective within that time. 


MANUFACTURING CO. 
WEST BERLIN, NJ. 


‘The HARRY ALTER. 0. 


1728 S. MICHIGAN AVE., CHICAGO 16, HLL. 
134 LAFAYETTE ST., NEW YORK 13, ah Se 
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“Sell All-Electric’ Film 
Package Offered by Nema 


NEW YORK CITY—Basic selling 
techniques and strategy, plus elec- 
tric vs. LP gas information are in- 
cluded in the: Sell All-Electric sales 
training film package, now being 
offered by the Nema Farm and 
Rural Market Committee. 

The “package” includes a print of 
the 35 mm. (silent) slide training 
film, two copies of a narration to be 
read in presenting the film, and 100 
copies of the Rate Comparison Folder. 

The folder includes a handy LP 
calculator and mathematical formu- 
las for determining comparative costs 
between electric and LP gas “rates” 
in any given territory for refrigera- 
tion, water heating, and cooking. 

The package is offered at $15, with 
provisions made to permit the pur- 
chase of folders separately and in 
quantity at “reproduction” cost. 

The film and the accompanying 
material present the full electric ar- 
gument and compare, objectively, the 
advantages of electricity with the 
claims made for LP gas. 

The material can be used to good 
advantage in presentations attended 
by servicemen, advertising and pro- 
motional personnel, department ex- 
ecutives, electrical associations, elec- 
trical leagues, appliance dealers, and 
similar groups, the committee pointed 
out. 

The narration is provided in 
double-space form in order to pro- 
vide sufficient room for the narrator 


_ to insert special comments. 


Funeral Services Held for 
Morrison, Sunroc Founder 


PHILADELPHIA — Funeral serv- 
ices were held recently for Samuel 
O. Morrison, founder and _ board 
chairman of Sunroc Refrigeration 
Co., who died in the University of 
Pennsylvania hospital July 28. 


Morrison, who lived in Pine Ridge, 
was 66 years old. He played an im- 
portant role in the development of 
the water cooler. 

He formed Sunroc Spring Water 
Co. in 1922. Seven years ago, the 
company became Sunroc Refrigera- 
tion. 


Admiral Promotes Glauber 
To Mideastern Sales Manager 


CHICAGO —W. C. Johnson, vice 
president in charge of sales for Ad- 
miral Corp., has announced the pro- 
motion of E. R. (Red) Glauber to 
the position of mid-eastern regional 
sales manager. 

For the past two years, Glauber 
has been with Admiral as branch 
manager of the New York Distribut- 
ing Division. Prior to this, he was 
sales manager of Dale Distributing 
Co., former distributor of Admiral 
products in the New York City area, 
with the exception of the war years, 
when he served as a lieutenant com- 
mander with the U. S. Navy. 

In announcing the promotion, 
Johnson stated that the key accounts 
in the New York area would be 
under the direct supervision of 
Glauber. In this capacity, Glauber 
will also act as liaison in merchandis- 
ing, advertising, and sales plans. 


‘ERE — Your Sear of g 
FREE the 1949 = 
AUTOMATIC CATALOG — 


AUTOMATIC’L new 164 page 

WHOLESALE Catalog is now off 

the press . . . yours on request! 

And, with it, you get our free price 

service, if you desire it. Write for 

your copy of the catalog now, cn 
= your business letterhead. 


Automatic Heating & Cooling 


Supply 
j= Div. of WEIL-McLAIN COMPANY 
» 647 W. Lake St., Ohicago 6, Ill. 


30 Years’ Reputation 
— for Dependability 


a” 
General Refrigeration 


Division 
YATES-AMERICAN MACHINE CO., Beloit, Wisconsin 


May Refrigerator Sales 
Up 125% In Knoxville 


KNOXVILLE, Tenn.—May was a 
good month for refrigerator salesmen 
in Knoxville but purveyors of other 
major appliances found the going 
much tougher than last year, a 
sales report compiled from 34 dealers 
by the Knoxville Utilities Board has 
indicated. 

A total of 772 refrigerators were 
sold that month, some 126% more 
than in the same month last year. 

Range sales were fair, only 2% 
under the May, 1948, figure. 

But the rest of the major appli- 
ance family just wasn’t in the pic- 
ture. Washing machine sales were 
off 22% from last year, water 
heaters down 41%, ironers down 58%, 
home freezers off 67%, and waste dis- 
posal unit 80%. 

Unit sales and total value for the 
month were as follows: 


Unit Total 
Appliance Sales Value 
Refrigerators ......... 172 $184,636 
) ere reece ree 386 84,922 
Washing Machines ... 322 47,640 
Water Heaters ....... 99 11,318 
Home Freezers ....... 16 5,274 
peer ee eee 13 2,225 
Dishwashers ......... 6 1,025 
Waste Disposal Units. 1 125 


Home Equipment Co. 
Will Move In October 


MEMPHIS, Tenn.— Home Equip- 
ment Co., local Frigidaire dealer, 
now located at 287 S. Bellevue, will 
occupy its own new and permanent 
home at 2529 Summer about Oct. 15, 
the company has announced. The 
$50,000 main building, with ware- 
house and service shop to the rear, 
was designed by Faires & Sanford, 
architects. 

The firm started in Sept. 1944, as 
a $300 investment by Mr. and Mrs. 


George B. Bates and now has grown ¢ 


into a $1,000,000 a year business. 

Home Equipment Co. has now been 
incorporated with George B. Bates 
as president; Bert Bates, his brother, 
vice president, and Bennie R. Miller 
as secretary-treasurer. 

The new building will include a 
modern appliance showroom, Offices, 
and meeting room, all air conditioned. 
It will provide 6,000 sq. ft. of floor 
space. There will be ample off-the- 
street parking space, the company 
said. 


Airo Supply Catalog Offers 
New Low Prices on Valves 


CHICAGO — Airo Supply Co. has 
just issued its 49-A catalog featur- 
ing ‘new low” prices on many fit- 
tings, valves, etc., the firm announced. 

Many newly-developed parts and 
accessories appear in the catalog, 
such as the Jarrow gasket notcher, 
Penn hot gas defrost unit, and 
La Zelle refrigerator cleaner. 

Dealers and servicemen may re- 
ceive a copy by writing directly to 
Airo Supply Co., 2732 N. Ashland 
Ave., Chicago 14. 


Coolerator Appoints 2 


» Southern Distributors 


DULUTH, Minn.—Appointment of 
Nelson Hardware Co., Roanoke, Va., 
and Bowers Wholesale Corp., Nor- 
folk, Va., as Coolerator distributors 
has been announced by William C. 
Conley, Jr., Coolerator sales man- 
ager. 

Nelson Hardware will distribute 
Coolerator products in central and 
western Virginia. Bowers’ territory 
includes Norfolk, eastern Virginia, 
and the northern section of North 
Carolina. 


Century Electric Reports Net 
Profit of $36,427 for Half 


ST. LOUIS—A net profit of $36,- 
427, equal to 7 cents a share, on net 
sales of $6,178,385 has been reported 
by Century Electric Co. for the first 
six months ended June 30. 

This compares with a net profit of 
$1,026,993, equal to $1.94 a share, 
on net sales of $11,310,493 for the 
first half of 1948. 

For the quarter ended March 31, 
net profit was $26,572, equal to 5 
cents a share, compared with $541,- 
748, or $1.04 a share, in the like 
1948 period. 


Amana Adds Spelman 
As Special Sales Rep. 


AMANA, Iowa—J. Joseph Spel- 
man, formerly with Bendix Home 
Appliances, has been appointed spe- 
cial representative of the sales de- 
partment, Refrig- 
eration Div., Ama- 
na Society, accord- 
ing to an an- 
nouncement by E. 
L. Hinchliff, direc- 
tor of sales. 

Spelman has 
been associated 
with the appliance 
industry since 
1932, first in retail 
sales activities of 

J. J. Spelman ytility companies 
in New York State, and from 1935 
to 1942, in sales promotion work 
with Servel, Inc. 

During the war, he was connected 
with several government agencies. In 
the immediate post-war period he 
headed his own manufacturers’ 
agency with headquarters in Rochest- 
er, N. Y. Just prior to joining 
Amana, Spelman was with Bendix 
Home Appliances in the midwest. 

Hinchliff reports that Spelman’s 
addition to the Amana sales organi- 
zation is one of a series of expansion 
moves to handle increased business 
in the home freezer field. The Amana 
plant recently went from a five to 
six-day week, and added an extra 
shift of production employes. 


A.H. Gerhardt Resigns As Chief 
Engineer, With Thor Since ,22 


CHICAGO—Thor Corp., producer 
of home laundry appliances, recently 
announced the resignation of Andrew 
H. Gerhardt, its chief engineer, ef- 
fective Aug. 1. 

Gerhardt joined Thor in 1922 as 
a draftsman and has been chief en- 
gineer since 1937. 


Distributor Modernizes 
Dealer Theater, Center 


ST. LOUIS—The General Electric 
Supply Co. of St. Louis is the latest 
agency to apply showmanship with 
the aid of a contemporary-styled 
center and dealer conference theater 
at the distributors’ headquarters. 


Designed and built by Ad-Craft, 
Inc., St. Louis advertising display 
firm, what was once a drab 50 x 80- 
ft. room is now a center utilizing the 
draniatic effects of color and light. A 
system of backgrounds has been em- 
ployed with shelving and a traffic- 
dividing island and wall of fluted 
glass and other materials. 

Adjoining this, and made a part 
of it by an extra-wide doorway is 
a 20 x 50-ft. room with a stage. 

A gurved island display of four 
decks splits traffic at the entrance 
and on either side of it, display 
shelves are dressed in panels of 
limed oak and green. To the left of 
the entrance, beyond the island and 
behind a partition of fluted glass 
mounted in limed oak, is the radio- 
TV room, with sterling grey carpet 
wall to wall, blond, striated plywood 
panels, and egg crate wall and ceil- 
ing on one side, in contrast to a 
dark. wall on the other side. 

Along one wall of the main room, 
kitchen appliances have been plumbed 
in, making the room available for 
in-service demonstration and prepa- 
ration of food for snack lunches for 
visitors. 

General Electric Supply Co. dis- 
tributes G-E’s Hotpoint line, radio 
and TV sets, and small appliances in 
Missouri, Arkansas, and parts of 
Illinois and maintains branch offices 
in Springfield, Ill., and at Little Rock, 
Ark. 

The company unveiled the _ re- 
modeled conference rooms with an 
open house June 9 and 10 at 2653 
Locust St., the home office in St. 
Louis. 

Construction cost was _ approxi- 
mately $15,000. 


Farr Names Biewener 
Norge Appliance Mgr. 


CLEVELAND — Appointment of 
Fred H. Biewener as manager of 
Norge appliance sales for Refrigera- 
tion Sales Corp. here, recently-ap- 
pointed Norge distributor for north- 
eastern Ohio, was announced recently 
by Warren W. Farr, president. 


Biewener, who has been in the 
appliance business practically all his 
life since being graduated from the 
University of Kansas, comes to Re- 
frigeration Sales from Pittsburgh, 
where he was manager of the Bendix 
Home Appliances, Inc., branch in 
that city. 

Prior to joining Bendix, Biewener 
was manager of radio sales for Lud- 
wig Hommel & Co., Pittsburgh Norge 
distributor, for whom he worked as 
a salesman prior to the war. 


Motors, Controls on Farm 


Described In New Pamphlet 


PITTSBURGH—Practical informa- 
tion on the application of motors. 
and controls to specific farm opera- 
tions is contained in a new 15-page 
booklet, “How To Apply Motors And 
Controis To Farm Jobs,” announced 
by the Westinghouse Electric Corp. 

Briefly discussed in the booklet. 
are the advantages of electrical farm 
power and the basic functions of the 
portable motor and motor controls. 
Descriptive information and techni- 
cal data on the types of motors and 
motor controllers to use for every 
service are also included. 

Detailed instructions are given for 
making motors portable, as well as 
information concerning the types of 
pulleys and belts to use. The selec- 
tion chart opposite page 9 will serve 
as a guide in choosing the proper 
equipment for specific jobs. 

For a copy of Booklet 4155, write 
Westinghouse Electric Corp., Box 
868, Pittsburgh 30. 


NO OTHER } 


STAR 


By Jane Williams 


“Not since Rhett Butler has the hero of a novel 


been 50 


ing experience with 


climax so powerful that it will not 


soon be forgotten. 


by George F. 
Taubeneck 


An important and _ significant 
book, THE MARSHAL’S BATON is the “ad- 
vanced course” in salesmanship, written by the 
author of the deservedly popular ONE FOOT IN 
THE DOOR. Here, for the first time, is the 


fascinating a scoundrel as is Kirby 
Storm. . . . Few women live as vividly and mov- 
ingly in the reader’s minds and hearts as Lib-Lee 
Morral.” Here is a grand novel of mid-America; 
a vivid, moving story set against the background 
of the first three decades of the century. NO 
OTHER STAR offers a truly memorable read- 
an unusual and dramatic 


$300 


ORDER TODAY 


THE MYSTERIES OF 
BLAIR HOUSE 


by Roy Eastman 
+ For the died-in-the- 


clue mystery fan at last comes a spine-tingling 
thrill with the first really new plot twist in years. 
Done in a style and tradition reminiscent of that 
master chiller, A. Conan Doyle, THE MYSTERIES 
OF BLAIR HOUSE so impressed its publishers 
that costs were ignored in producing this memora- 
ble first edition. In two colors, beautifully bound, 
and with “mood illustrations” by William A. Bos- 
tick, this is an 
prideworthy library addition. 


ideal gift and a 


$275 


Use this Coupon 


ORDER BLANK 


Katou 


distilled knowledge and experience of the coun- 
try’s most brilliant sales executives who saw the 
need of codifying their sales wisdom for the 


benefit of younger men. 


It is a brilliant new 


source of power, and a unique and highly useful 


contribution to the science of crea- 


tive sales management. 
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Please Send Me The Following: 
Copies of “No Other Star” 
Copies of “The Mysteries of Blair House” 


Copies of “The Marshal’s Baton.” 
C) Check Enclosed (1 Bill Me 
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PATENTS 


Week of April 12 
(Concluded) 


2,466,851. AIR FLOW CONTROL MEANS. 
Friedrich Honerkamp and Franz J. Kurth, 
New York, N. Y., assignors to Anemostat 
Corporation of America, New York, N. Y., 
a corporation of Delaware. Application 
Aug. 16, 1943, Serial No. 498,842. 9 Claims. 
(Cl. 98—40.) 


1. Air flow control means comprising 
an air supply conduit, wall means hav- 
ing two separate annular rows of spaced 
apart openings for outlet of air from said 
conduit, means to cause air delivered 
through the openings of the two sets 
to be discharged from the conduit in 
different directions, respectively, and a 
single rotatable valve disk operatively as- 
sociated with said wall means and hav- 
ing therein two separate annular spaced 
apart rows of openings related to said 
rows in said wall means and operable 
by rotation thereof to completely or 
partly aline the opening of either row 
thereof with the openings of the cor- 
responding row in said wall means and 
simultaneously to completely or partly 
disaline the openings of the other row 
thereof from the openings of the other 
row in said wall means. 


2,466,863. REFRIGERANT INJECTOR 
AND SURGE DRUM ARRANGEMENT. 
Harry A. Phillips, Chicago, Ill. Applica- 
tion July 3, 1947, Serial No. 758,903. 7 
Claims. (Cl. 62—115.) 


1. In a refrigerating system, the com- 
bination with evaporator means, of a 
suction line connecting the evaporator 
means with a compressor, a high pres- 
sure line for supplying liquid refrigerant 
to the evaporator means, an accumulator 
drum in the suction line, said high pres- 
sure line including a coil having loca- 
tion within the drum to provide a heat 
interchanger whereby any liquid refrig- 
erant in the drum is evaporated, and a 
connection leading from the bottom of 
the drum for draining any oil accumu- 
lating in the drum and returning the 
same to the compressor. 


2,466,876. REFRIGERATOR UNIT. Wil- 
Ham H. D. Brouse, Toronto, Ont. Can. 
Application Feb. 12, 1945, Serial No. 577,- 
558. 4 Claims. (Cl. 62—116.) 
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4. A refrigerator unit comprising an 
insulating panel forming a wall of said 
unit and having openings therethrough 
adjacent to the top and bottom thereof, 
closure members movable from one side 
of said panel, an evaporator ‘compart- 
ment on the side of said panel opposed 
to said closure members and enclosing 
said openings, an evaporator mounted in 
said evaporator compartment, a_ freez- 
ing compartment adjacent said evapora- 
tor compartment having openings at the 
top and bottom communicating with the 
evaporator compartment and openings ar- 
ranged opposite said last-mentioned open- 
ings, dampers controlling the size of the 
openings at the top of said freezing 
compartment, a casing mounted on said 
panel and enclosing the panel closure 
members and having openings at the 
top and bottom, a condenser connected 
in series with said evaporator and ar- 
ranged in the top opening of the latter 
casing, motor operated fan means for 
drawing air into said casing and driving 
air through said condenser and fan means 
for drawing said indrawn air through 
the upper panel opening and said evapora- 
tor compartment, and means for circulat- 
ing a refrigerant through said evapora- 
tor. 


Week of April 19 


2,467,398. CONTROL FOR REFRIGERA- 
TION APPARATUS. Eldon E. Miller, 
Batavia, Ill., assignor to Batavia Body 
Co., Inc., Batavia, Il. 


1. For actuating refrigeration apparatus 
on an automotive vehicle, the combina- 
tion of, a rotary hydraulic fluid motor 
driving said apparatus, fluid pumping 
mechanism adapted to be driven by the 
power plant of an automotive vehicle to 
supply pressure fluid at two different 
constant pressures, a conduit for supply- 
ing fluid at the lower one of said pres- 
sures to said motor to maintain constant 
speed operation of the latter, a valve in- 
terposed in said fluid supply conduit to 
open and close the latter, a fluid pres- 
sure actuator, and means responsive to 
the refrigeration demands on said appa- 
ratus to supply fluid at said higher pres- 
sure to said actuator or to interrupt such 
supply whereby to open or close said 
valve according to the prevailing demand 
for refrigeration. 


2,467,425. BLOWER CONTROL. Clifton 
A. Cobb, University City, Mo., assignor 
to Missouri Automatic Control Corp., St. 
Louis, Mo. 


9. In a blower control for space condi- 
tioning systems in combination, an elec- 
trically operated blower, an energizing 
circuit for said blower, an _ electrically 
operated timing device in said_ circuit 
operative to break said circuit after a 
predetermined period of blower opera- 
tion, an electrically operated heat-pro- 
ducer, a circuit for said heat-producer, a 
resistance heater in said heat-producer 
circuit, a thermostatic element adjacent 
said resistance heater, and means having 
a connection with said thermostatic ele- 
ment and being movable thereby in re- 
sponse to an increase in temperature to 
a position for rendering said timing de- 
vice ineffective to break said blower cir- 
cuit. 


2,467,427. REFRIGERATING APPARA- 
TUS. Lee B. Green, Lakewood, Ohio. 

4. Refrigerating apparatus comprising, 
a thermally insulated housing having 
inner and outer walls defining a freezing 
chamber with an air space between the 
walls and extending at least part way 
around the outside of the freezing cham- 
ber, said housing also containing a stor- 
age chamber and air passages for a cir- 
culation of air between said air space and 
said storage chamber, said inner wall 
embodying a heat-exchange means for 
cooling said freezing chamber and the 
air being circulated through said air 
space, mechanical means operable to 
cause said circultion of air, said passages 
comprising a lower passage connecting 


Subscribe Now 


Receive the greatest trade paper in the Industry—AiIr 
Conpitioninc & REFRIGERATION News. Published every week. 
Brings you latest news and vital information on household 
refrigeration, commercial refrigeration, air conditioning, 
home freezers; manufacturing, distributing, retailing, servic- 
ing, and contracting. Only $5 per year, 52 issues. 


Fill in coupon and mail today 
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AIR CONDITIONING & REFRIGERATION NEWS 
450 Wes? Fort Street, Detroit 26, Michigan 


Gentlemen: Send the NEWS for one year. | 
[] $5 enclosed [] Bill me [] Bill the company 


one portion of said storage chamber with 
the lower portion of the air space of 
said freezing chamber for supplying cold 
air from the latter to the storage cham- 
ber and an upper passage for returning 
air from said storage chamber to the 
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upper portion of said air space, valve 
means controlling said upper and lower 
passages and comprising a pair of spaced 
valve members in each of said passages 
and the valve members of each pair being 
connected for substantially simultaneous 
movement so as to define a thermal in- 
sulating air pocket therebetween when 
the valves are in their closed position, 
and means ‘for actuating said valve 
means in response to temperature changes 
in said storage chamber. 


2,467,464. REFRIGERATOR WITH DE- 
FROSTING PAN. Laurier Carriere, Rock- 
ford, Ill., assignor to The Maytag Co., 
Newton, Iowa. 


8. In a frozen food cabinet having a 
refrigerating system, a food _ storage 
chamber, a compartment disposed at one 
side and insulated from the_ storage 
chamber and having an opening in a 
side wall and an opening in the top of 
said compartment, said system including 
a refrigerant liquifying unit mounted in 
the lower portion of said compartment 
and cooled by the circulation of am- 
bient air through the opening in the 
side wall, said unit being utilized to cool 
said chamber, a removable defrosting pan 
disposed in the opening in the top of the 
compartment to substantially seal the 
same and adapted to be heated by con- 
vection currents of heated air rising from 
said unit while flowing toward said open- 
ing in the side wall, and a cover for 
the top of the defrosting pan. 


2,467,633. REFRIGERATION. James 
Scott, York, Pa., assignor to York Corp., 
York, Pa. 


1, The combination of means enclosing 
a thermally insulated storage space, said 
means comprising side walls, floor and 
ceiling; a refrigerated air-cooler; air pro- 
pelling means associated with said air- 
cooler; duct means associated with said 
storage space and cooler and adapted to 
cause cooled air to flow from the cooler 
along the ceiling, side walls and floor 
in thin streams so as to enclose the core 
of the cargo space in a substantially con- 
tinuous envelope of flowing refrigerated 
air; and interchangeable air return 
means serving to control the return of 
air from said envelope to said cooler and 
capable of arrangement alternatively to 
cause the return flow substantially to by- 
pass material stored in the core of said 
space, or to flow across the core of the 
= in contact with the stored ma- 
terial. 


2,467,933. MACHINE FOR MAKING AR- 
TIFICIAL ICE PRODUCTS. Axel Gruhn, 
Skaade Bakker, near Hojbjerg, Denmark; 
vested in the Attormey General of the 
United States. Application Jan. 7, 1941, 
Serial No. 373,486. 


1. In an ice making machine in com- 
bination, a cooling body having a freez- 
ing surface, means for cooling said sur- 
face, means for delivering liquid to said 
surface, said cooling means being capable 
of cooling said surface to a sufficiently 
low temperature to thoroughly congeal 
said liquid to form a layer of hard dry 
undercooled ice on said surface, a re- 
volvable milling cutter co-operable with 
said surface to remove congealed material 
therefrom, said cooling body and said 
milling cutter being relatively movable 
in addition to the rotation of the latter, 
and means for heating said milling cutter 
to facilitate removal of any particles 
therefrom. 


(To Be Continued) 


POSITIONS WANTED 


DO YOU have a help problem? Let us 
solve yours. “Select from our graduates 
the man qualified to handle your work. 
We have men available for all parts of 
the country, who have completed 34 weeks 
of practical shop refrigeration and some 
who have also completed our practical 
advanced training course in air condition- 
ing. Many are very well qualified. THE 
ST. LOUIS SCHOOL FOR ELECTRICITY 
AND REFRIGERATION, INC., 6767 
Southwest Avenue, St. Louis 17, Missouri. 


CLASSIFIED ADVERTISING 


MANUFACTURERS REPRESENTATIVE 
—Established sales engineer, desires di- 
rect factory representation on East Coast 
of well known line of refrigeration, air- 
conditioning, and allied products. Has 
own showroom and office facilities. Am 
favorably and well known in industry 
with many personal contacts among con- 
tracting dealers and distributors. BOX 
3239, Air Conditioning & Refrigeration 
News. 


AVAILABLE—MAN thoroughly — experi- 
enced and qualified to take complete 
charge of commercial refrigeration and 
air conditioning business desires connec- 
tion as manager or sales manager with 
progressive firm in the Southeast. Details 
of qualifications and references upon re- 
quest. BOX 3258, Air Conditioning & 
Refrigeration News. 


POSITIONS AVAILABLE 


WANTED: BEER dispensing equipment 
salesman with proven sales record to sell 
the new Superflow system with automatic 
pressure, temperature control and com- 
plete refrigeration. Salesman selected will 
operate on retail sales in Cleveland to 
learn our sales plans and prepare for 
good position as field representative and 
sales executive in distributor organiza- 
tions. Must be prepared to start August 
22nd. Salary and commission. Excellent 
opportunities available to producers. 
Write qualifications ‘Airmail’ to Ray 
Kromer, SUPERFLOW MANUFACTUR- 
ING CO., 801 Broadway, Cleveland, Ohio. 


SALES MANAGER for complete Carrier 
commercial refrigeration line, including 
Carrier ice cube maker, for this large 
metropolitan trading area. Incentive plan 
for highest calibre experienced man. 
TRI-STATE ELECTRIC APPLIANCE 
COMPANY, 43822 Clayton Avenue, St. 
Louis 10, Missouri. 


MANUFACTURER’S REPRESENTATIVE: 
30 to 45, by large manufacturer of com- 
mercial condensing units, packaged and 
central type air conditioning units, to 
establish dealers in North West states, 
Seattle location preferred. Permanent. 
M. E. graduate or equal with application 
and dealer contact experience in this line. 
Must be permanent resident, know terri- 
tury and own car. State all qualifications 
and lines now handled in first letter. 
BOX 3255, Air Conditioning & Refrigera- 
tion News. 


EQUIPMENT FOR SALE 


TUNNEL BLAST freezers. Hussmann. 
Brand new complete with baskets, expan- 
sion valve, and heat exchanger. Rated 
18,000 BTU’s at 10° TD. $450.00 each. 
BIMEL CO., Cincinnati, Ohio. 


SPECIAL CLOSE-OUT on brand new 
Dole and Yoder freezer plates: size 19” x 
30” @ $3.00; 22” x 32” at $3.00; 19” x 
72” at $7.00. Also Bush finned coils 76” x 
16” x 24%” 6 tube single row @ $7.00. 
Subject to prior sale. Prices are net, 
F.0.B. N.Y.C. Send deposits to GENERAL 
REFRIGERATORS CORPORATION, 678 
Broadway, New York 12, New York. 


THERMOSTAT SWITCHES—Ranco type 
“B” #2503B. Cut in 26°—cut out 5°. 
Brand new—lots of 50—.90¢ each. Lots 
of 100—.75¢ each. Lots of 1000—.50¢ each. 
2000 units available. SKYPRODUCTS, 
Box 6R, Ottsville, Pa. 


BRAND NEW Kramer Trenton Thermo- 
banks: #TV75 complete—including blower, 
Thermobank, solenoid, Tork clock, heat 
exchanger, strainer, $95.63 ea. #TV103 
complete—including blower, Thermobank, 
less solenoid, Tork clock, heat exchanger, 
strainer, $99.40 ea. Comb. #07 complete— 
including blowers, Thermobank, solenoid, 
Tork clock, heat exchanger, strainer, 
$175.00 ea. Comb. #1 complete—including 
blowers, Thermobank, less solenoid, Tork 
clock, heat exchanger, strainer, $158.03 ea. 
Universal units—heavy duty, complete 
with Ranco pressure controls: 25FS 4 
H.P. air cooled, $53.20 ea. Water regu- 
lating valves: 246PO06NH %” I.P.T. thread 
body, $6.00 ea. 2” FPT Perfection, $10.00 
ea. 2” FPT Perfection, $15.00 ea. 2144” FPT 
Perfection water regulating valve, $20.00 
ea. 3” FPT Simoniz water regulating valve, 
$35.00 ea. 3” FPT Perfection water regu- 
lating valve, $25.00 ea. Electric motors, 
single phase: 2 H.P. Century, 110/220, 60 
ec, $59.12. 2 H.P. Wagner, 110/220, 60 c. 
$59.12. 2 H.P. Wagner, 110/220, 60 ec. 
$59.12. 2 H.P. Wagner, 208/416, 60 c. $59.12. 
3 H. P. Century, 110/220, 60 c. $85.63. 3 
H.P. Wagner, 110/220, 60 c. $85.63. 3 H.P. 
G.E., 110/220, 60 c. $85.63. Universal her- 
metic unit: S13L-1 % H.P. low tempera- 
ture, $49.50. Tecumseh compressor bodies 
2300 44 H.P., twin cylinder, complete wiih 
flywheel and service valves, $18.50. Electric 
motors—3 phase: 2 H.P. Century, 110/220-v, 
60 c, $47.77. 2 H.P. Wagner, 110/220-v, 
60 c, $47.77. 2 H.P. Century, . 220/440-v, 
50/60 c, $47.77. 2 H.P. Fairbanks-Morse, 
220/440-v, 50/60 c, $47.77. 3 H.P. Century, 
220/440-v, 60 c, $51.09. 3 H. P. Wagner, 
220/440-v, 60 c, $51.09. 3 H.P. General 
Electric, 220/440-v, 50/60 c, $51.09. 3 H.P. 
Century, 220/440-v, 50/60 c, $51.09. 3 H.P. 
Wagner, 220/440-v, 50/60 c, $51.09. 5 H.P. 
Wagner, 440-v, 50 c, $60.85. 5 H. P. Wag- 
ner, 208-v, 60 c, $60.85. 5 H.P. Wagner, 
220/440-v, 50/60 c, $60.85. 5 H.P. General 
Electric, 220/440-v, 50/60 c, $60.85. 5 H.P. 
Century, 208/416-v, 60 c, $60.85. 7% H.P. 
Wagner, 220/440-v, 50/60 c, $79.79. 7% 
H.P. Century, 208/416-v, 50 c, $79.79. 10 
H.P. General Electric, 380-v, 50 c, $101.01. 
10 H.P. General Electric, 220/440-v, 50 c, 
$101.01. 10 H.P. Wagner, 220/440, 50/60 c, 
$101.61. 10 H.P. Fairbanks-Morse, 220/440- 
v, 50/60 c, $101.61. 15 H.P. Century, 
220/440-v, 50/60 c, $121.14. 15 H.P. Gen- 
eral Electric, 220/440-v, 50/60 c, $121.14. 
Cutler-Hammer magnetic starter, 50% 
lower than jobber quotations: CH9584H283, 
size 0, $7.50. CH9584H285, 0, $7.50. CH- 
9584H295, 0, $7.50. CH9584H330, size 1, 
$8.00. CH9584H331, 1, $8.00. CH9584H335, 
1, $8.50. CH9584H347, 1, $8.00. CH9584H- 
517, 1%, $9.00. CH9584H518, 114, $9.00. 
CH9586H1293, 0, $8.00. CH9586H1705, 1, 
$8.50. CH9586H1706, 1, $8.50. Low pres- 
sure controls: type PH—20” V. 40# range 
5-30# differential 10-26# setting, Cutler- 
Hammer, $2.95. Receiver: 1 H.P. air 
cooled with shut off valves, $5.00 ea. Penn 
low pressure control: 3P3 20” vac. to 50 Ibs. 
press., min. 5 lbs. to max. 40 lbs., 4” 
female I.P.T., close high, open low, $4.00. 
Equipped with monel bellows corrugation 
housed in steel cup. Approx. size, height 
14”—length 24”—depth 31%”. American 
Injector oil separators: #400S %” inlet, 
3g” outlet, $5.00. Faraday Zero Sentinel 
Alarm System with control and light, 
$3.25 complete. Send for free folder. All 
materials are new, shipped F.O.B. N. Y. 
No order too small. Don’t wait send your 
order now. TRACO INDUSTRIAL 
CORPORATION, Dept. A, 455 Eleventh 
Ave., New York 18, N. Y. BRyant 9-1324. 


BUSINESS OPPORTUNITIES 


BRAND NEW Chrysler Airtemp condens- 
ing units, open type, air-cooled, complete 
with control: 4% H.P., model B-25A, $59.00 
ea.; % H.P., model B-33A, $69.00 ea.; % 
H.P., model B-50A, $89.00 ea.; % H.P., 
model B-75A, $109.00 ea.; 1 H.P., model 
B-100, $139.00 ea. Prices are net, FOB 
NYC—subject to prior sale. Please accom- 
pany orders with deposits; balance s/d 
or COD. GENERAL REFRIGERATORS 
CORPORATION, 678 Broadway, New 
York 12, N. Y. 


SPECIAL CLOSE-OUT—250 Liberty Motor 
& Engineering Co. refrigeration compres- 
sors. New—% hp.—sealed. For use with 
“Freon” (F-12). Can be adapted to low 
temperature cabinets, milk coolers, or for 
any ordinary air compressor or high 
grade vacuum pump. F. L. JACOBS Co., 
1100 W. 21st St., Indianapolis, Ind. 


EXPANSION VALVES: Detroit 893 M40 
% $5.50 ea.; Detroit 893 T F30 10° super 
% x 4 P. $4.50 ea.; Detroit Non-adj. 893 
x % T F15 3° super $1.50 ea.; solenoids 
valve Automatic Products Mo-73 RB % 
P-220V $5.00 ea.; Sporlan Stand. % TM 
3 x % $5.50 ea.; Sporlan Stand. % TF 
% x % $5.50 ea. Controls: Penn Temp. 
with high pressure cutout 170 lbs. Mo 
LSCT with overload range -5° plus 45° 
$4.50 ea.; Penn High pressure cutout with 
manual reset range 125 Ibs. to 225 Ibs. 
$4.00 ea. General Electric compressor 
parts new, fits all %, %, % HP pumps 
mo. Cm 35, 302-D and CM 10 (upright 
twin). Valve plate, reed, gasket C10A319 
$2.00 ea.; Eccentrics 109A158 $2.50 ea; 
Connect. rod C9A127 $1.00 ea.; Pistons 
and pin C9A182 $1.25 ea.; Stand. complete 
seal repl. for Kelv., Frigid. and G. E. 
two faces $1.25 ea. Redmond Fan Motors, 
Mo 123, type RV-115, watts 95 R.P.M. 
1550, HP 14) stud mounting 22745 centers, 
54g shaft $6.00 ea.; lots of 4 $5.50. Uni- 
versal Compressors (New) % & % HP 
Model “K” $39.00 flywheel and valves 
$10.00 additional & 1% HP. Model ‘M” 
$55.00 flywheel and valves $14.00 addi- 
tional. Minn. Honeywell Temp. Controls 
Mo L480B Range 0° to 50° $4.00 ea; 
Minn. Honeywell Control range 30° to 70° 
mild cooler bulb 11.16” diameter by 14” 
long $4.00 ea.; General Electric compres- 
sor valve plates $2.50 ea.; %4” steel flare 
nuts plated .02 ea.; % steel flare nuts 
plated .03 ea.; 4%” Brass short flare nuts 
.04 ea.; % Brass ‘long flare nuts .06 ea.; 
54g Brass long flare nuts .04 ea. Dehy- 
drators “Rapid” refillable #2 size %” 
outlet $1.25 ea. NORTHLAND REFRIG- 
ERATION COMPANY, 1742 Wabansia 
Avenue, Chicago 22, Illinois. 


GOOD GOING commercial refrigeration 
business with Kelvinator domestic fran- 
chise. Complete sheet metal department 
for air conditioning and heating work. 
Complete shop equipment for refrigeration 
repair. New modern building 2 years old 
—size 30 ft. x 70 ft. Display room 20 x 30 
with full vision glass windows. Located 
on main highway at the edge of town. 
Plenty of parking space. Center of 
Wisconsin's resort section. In business 15 
years—a well established sales and service 
department with consistent earning rec- 
ord. Other business connection requires 
full time. IDEAL REFRIGERATION & 
a COMPANY—Shawano, Wiscon- 
sin. 


COMMERCIAL, DOMESTIC refrigeration 
and appliance store established 18 years 
in Southern California locality where year- 
round business assures of a fine income. 
Good lease, attractive premises and good 
location. Owner’s age and failing health 
require relinquishment. Correspondence 
solicited. BOX 3245 Air Conditioning & 
Refrigeration News. 


I HAVE a commercial refrigeration busi- 
ness, located in a town of 20,000 in Penna., 
which is just the right size for two 
servicemen. At present, we have two 
trucks on the road working four counties. 
We are handling all high grade merchan- 
dise, and doing a $30,000 a year business. 
The inventory I will sell at cost, and the 
building I will sell or give a long lease. 
Easy terms. For further’ information 
write BOX 3254, Air Conditioning & 
Refrigeration News. 


DETROIT AIR Conditioning Institute is 
accepting applications for enrollment in 
fall term classes starting September 13 and 
October 25. Fully GI approved courses 
in air conditioning, refrigeration, heating, 
ventilating, sheet metal layout, heat pump 
engineering. Write for free information. 
DETROIT AIR CONDITIONING INSTI- 
TUTE, Dept. D, 4125 Grand River, De- 
troit 8, Michigan. 


MISCELLANEOUS 


ATTENTION CONTRACTORS—Dealers— 
Servicemen. Norge sealed units remanu- 
factured and exchanged. Immediate de- 
livery from stock. 1 year guarantee. 


Write for prices and shipping instruc- 
tions. MODERN REFRIGERATION CO., 
INC., 12541 E. McNichols Road, Detroit 5, 
Michigan. 
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Refrigeration Problems 


and their Solution 


Hot Weather 
Hints (6) 


Occasionally you run across an 
installation that, regardless of what 
you do, just will not carry the- load. 
In winter or even in normally warm 
weather, it gets by, although the 
machine runs most of the time. 
Nevertheless, it does hold tempera- 
ture. But during blistering hot days, 
in June, July, and August or maybe 
even some days in May or September, 
the machine not only runs without 
stopping but the refrigerator and 
product temperatures go too high. 


You do everything you can think 
of. There is plenty of charge, no re- 
strictions, nor excessive pressure 
drop; the evaporator is fully active; 
the air circulation is not impeded; 
you have tightened hardware and put 
on some new gaskets; the condenser 
is clean; the fan is putting as much 
air through the condenser as possi- 
ble; the compressor is in good shape, 
valves working OK; you have even 
over-fed the expansion valve so as 
to reduce the superheat in the suction 
line. 

But despite all your efforts and all 
the little tricks of the trade that you 
have picked up over the years, the 
machine just won’t handle the load. 
The head pressure is way up, ma- 
chine runs continuously, and tem- 
peratures in the box are just not low 
enough to prevent food spoilage. 


NEEDS BIGGER UNIT 


Everything about the installation 
is .in first class condition and doing 
its very best. The only out is for 
the customer to buy a new and 


by Paul Reed 


For Service and Installation Engineers 


larger machine. If it is a 4 hp., 
he probably needs a 14-hp. job or 
possibly even a light \% -hp. unit. In 
the long run, he is better off to buy 
the new machine. He would save 
service costs, for the job is over- 
loaded and most anything can and 
does happen. Also, he would save 
the food losses. The customer is 
probably losing business, too. 

But for some reason, he will not 
buy a new unit or you cannot get 
one for him right away—soon enough 
to do him much good. Maybe he has 
a new fixture on order. Maybe there 
just isn’t room for a larger unit. 
Whatever the reason, the present 
unit has to be made to do the job 
if it is humanly possible, and it has 
to be done now. 


It wouldn’t do any good to speed 
up the compressor, for the chances 
are that the motor is doing about 
all it can. Besides, the condenser is 
overloaded now and the head pres- 
sure is way up. 


So you are stumped. He’s a good 
customer; you’d like to help him, 
but you can’t give any more time to 
it, unless you can accomplish some- 
thing. 


SUPPLEMENTARY 
WATER-COOLED CONDENSER 


There are three ways to give the 
air-cooled machine some more Ca- 
pacity, and all three of them require 
water. 


(1) One way is to replace the air- 
cooled condenser with a water-cooled 
condenser. This is often possible, but 
it is rather expensive. It means not 
only a new water-cooled condenser, 
but a water-control valve and a 
high-pressure cut-out. Also, it takes 
a lot of time drilling new holes to 


mount the condenser, water valve, 
_._<e> 


Paul Reed 


cut-out, etc. A sufficient amount of 
cooling water at a low enough tem- 
perature may not be available or it 
may cost too much. Or the cus- 
tomer may be prejudiced against 
water-cooled condensers. But it can 
be done, and it is one way to in- 
crease the capacity of the condensing 
unit by lowering the head pressure. 


(2) Another way, and one that is 
often feasible even if available water 
is rather warm and costly, is to put 
a heat exchanger in the discharge 
line from the compressor to the air- 
cooled condenser as shown in Fig. 1. 
This is an ordinary heat exchanger 
that was originally designed for 
cooling the liquid refrigerant by 
means of the cold suction line. 


The hot gas from the compressor 
passes through the larger, inner tube 
(that was intended for the suction 
line) and the water is passed through 
the outer tube of the heat exchanger 
(the part that was intended for the 
liquid line). 


Important: Connect the water 
to the condenser side of the ex- 
changer, so that it operates in a 
counter-flow manner—the water 
flowing in the opposite direction 
to the hot gas from the compres- 
sor. In this way, the cooled gas, 
as it leaves the heat exchanger, 
is in thermal contact with the 
coolest water, so the gas to the 
condenser is cooled to a mini- 
mum temperature. 


A water control valve is shown in 
Fig. 1. It should be set to maintain 
a pressure that is low enough to 
give the condensing unit enough addi- 
tional capacity that it can carry 
proper temperatures, and yet stop 
once in a while at least. 

Just what this discharge pressure 
setting will be is difficult to accu- 
rately predict, but if it can be as low 


‘Here are typical examples 
from the broad line of 
CH “specific-fit” refriger- 
ator replacement controls. 


een t C-H 
ific-fit’’ for Norge 
*P552- 33-34 models. 


ie —_ ° 
ee 


* 


9502N95 C-H 
“‘specific-fit’’ for Hostess 
198. -34- os- 36-37-38 models. 


425 a 


bern mg 4 
“_ ific-fit’’ for Norge 
pec938 model . 


Bey oy hy C-H 
“specific c-fit’’ for Cold Spot 
'32-33- 34- 35-36 models. 


9521N69 C-H 
woe for Philco 
1941 models. . 


all under ONE ROOF! 


**SPECIFIC-FIT” replacement units for more 
than 1000 different refrigerator models 


The Cutler-Hammer Refrigeration Control Cata- 
log shows “‘specific-fit’’ replacement control units 
not just listed but manufactured for more than 
- 1,000 individual refrigerator models which the 
industry has produced since 1925. Save time and 
trouble—no 
promises. Make the C-H catalog your standard 
“guide’’, and C-H “‘specific-fit’’ replacement con- 
trol units your standard line. And you'll also 
quickly see how the widely-known Cutler-Hammer 
name (advertised in The Saturday Evening Post, 
Time, Newsweek, American Home, Better Homes 
& Gardens, House & Garden, etc.) builds customer 
confidence and good will. The C-H refrigeration 
control catalog, as well as the items you need, are 
available through your authorized C-H refrigera- 
tion wholesaler. Do not forget, this C-H refriger- 
ation control line includes the outstanding general 
purpose replacement control (9521N9) for use 
with motors having “‘built-in’’ overload protec- 
tion. CUTLER-HAMMER, Inc., 1362 St. Paul 
Ave., Milwaukee 1, Wisconsin. 


“modifying”’, no fussing, no com- 


sdk cata ieaiathis 


Featured by Caen lentil refrigeration wholesalers and 
recommended by alert service dealers from coast to coast. 


@ 


as the pressure on the pressure-tem- 
perature chart corresponding to a 
temperature about 15° to 20° above 
room temperature, it should add 
enough capacity to the unit to serve 
your purpose. 


SETTING THE WATER VALVE 


Normally, about the highest head 
pressure (with ‘“Freon-12’”’) that you 
would have in a 95° room would be 
about 180 p.s.ig. If the job was 
heavily overloaded, the head pressure 
might go up to above 200 p.s.i.g., so 
even if you could get it down to the 
180 p.s.i.g., you would be increasing 
the machine’s capacity by around 
15%. If you could get it down to 
155 to 160 p.s.i.g., you would be 
further improving the efficiency by 
another 15%. 


So in all, you may be helping an 
overloaded machine as much as 25% 
which may be enough to carry the 
overload and hold temperatures and 
maybe even allow the machine to 
cut-off once in a while. 


So you would wish to set the water 
valve to maintain a head pressure 
about 10% below the normal. Con- 
densers are usually sized so that the 
condensing temperature is about 30% 
with a maximum of 35° above room 
temperature, so you would want to 
set the valve at a pressure that cor- 
responds to room temperature plus 
about 20°. 


In our example, this would be 
95 + 20 = 115° corresponding tem- 
perature, and the pressure corres- 
ponding to 115° is 146 p.s.ig. There- 
fore, the water valve would be set 
to close at about 145 psig. and 
open about 10 or 15 p.s.i.g. higher— 
that is, about 155 or 160 p.s.ig. So 
the water valve would not normally 
open unless the room temperature 
got up to 85° or above. 


All you expect this small auxiliary 
water-cooled condenser to do, is to 
hold down excessive head pressures, 
so you want to set the water valve 
to cut off during normal weather, 
and open only during the extra-hot 
weather. 


A solenoid valve could be used in 
the water line to the heat exchanger. 
The electric coil of the solenoid vaive 
would be wired in parallel with the 
compressor motor (and should, there- 
fore, be for the same voltage). Then 
when the machine starts, the sole- 


Fig. 1. 


LiQuiIO’ OUT 


Heat Exchanger In the Discharge Line 


AIR-COOLED CONDENSER 


iain ca HOT WATER 
=) = CONTROL 
WATER OUT IN 
VALVE 


HEAT EXCHANGER 


Cc 


C 


WATER 1N 


HOT DISCHARGE GAS IN 


COMPRESSOR 


the heat exchanger. One disadvan- 
tage of this method is that the water 
flow to the heat exchanger is un- 
regulated, regardless of how much 
or how little water is required. 

On the other hand, the pressure 
regulated water-control valve passes 
only as much water as is necessary 
to maintain the desired head pressure. 
Moreover, in cool weather, when the 


air-cooled condenser itself will take 


care of the reduced load, the water 
valve will not have to open at all, 
for the head pressure will be below 
the opening pressure of the water 
control valve. 

The water usage of the heat ex- 
changer in such a method, is small 
compared to the water usage of a 
water-cooled condensing unit of ade- 
quate size. It may be as little as 
10 to 20% as much in fact. There- 


fore, it may be possible to dispense 
with either the water control valve 
or a solenoid valve and use merely 
a hand valve to be turned on under 
extreme conditions only. 

It is not necessary with this ar- 
rangement, to use a high-pressure 
cut-out. Even if the water supply 
were entirely cut off from the heat 
exchanger, the unit would not be 
any worse off than it was before the 
heat exchanger was put on and when 
the unit had to depend on the air- 
cooled condenser alone. The head 
pressure would rise, if it was hot 
enough weather for the water-con- 
trol valve to be open, but the head 
pressure would not go to the danger- 
ously high pressure that would be 
the case with an ordinary water- 
cooled unit. 

(To Be Continued) 
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are available in a complete range of sizes—including the larger 
models for use in Commercial and Semi-Commercial Compres- 


sors, such as: 


BAKER CURTIS 
BRUNNER FRIGIDAIRE 
CARRIER 


COPELAND KELVINATOR WESTINGHOUSE 
and others 
MORE THAN — AT ALL 
848 THe Pee LEADING 
MODELS JOBBERS 
Certainty!” 


GENERAL ELECTRIC UNIVERSAL COOLER 


2020 NORTH LARRABEE STREET 


MILLS 
PAR 


CHICAGO 14, ILLINOIS, U.S.A. 


CANADIAN AGENT: 2025 ADDINGTON arveges 


“Gees MONTREAL 28, QUEBEC, CANAD. 


noid valve opens and lets water to 


ae woe bh pe v ‘ 
Sh eee we oe, See = Bw ~ 7. 7 


AIR CONDITIONING & REFRIGERATION NEWS, AUGUST 8, 1949 a, 
0 —————— 
Be | — 4s 
| >» oe 
‘ype ee ane : { es 
5°. oo = e 
a: ac COUN = ik 
“TS Pe ) | . ie 
“TS, ; = ~ 
a , i :. 
om. ee ‘ is 
wer, i 
V103 , aceeeaaes 
ank, D> Cy) Pe: 
ger, Se EEE a iy 
te— . = ee 
oid, ee 1 ia 
ner, a 
ling W 
‘ork eh | 
ea. 
lete ver 
iY 
2gu- 
read : ae 
10.00 = 
‘rr 443 . 
0.00 ; 
Ive, ee ee RS RR eR es ee na 
2gu- 4: 
ors, 
, 60 
P<. er 
xz feck 
).12. = 
3. 3 ri 
ne. 
her- 
era- Fuse 
lies - 
with 7 
tric 
0-v, eee 
0-v, 
0-v, 
rse, ? 
ury, 
ner, 
eral 
FP. 
a. 
a. 
lag- 
ner, 
eral 
: 8 A 
7% a IGE NRE SEERA CA UE 
10 | 
1.01. : 
0 «, eee t E et te 
*00- SR ee eee re] | oe ey 
ury, vs . . 4 ae 
yen- | a aig 
1.14. i ke \ <r 
50% | ‘ 4 te 7 
283, | ord —* a 
— es - in?) 
mS | | ny 5 
Lax . . § . , ‘ % rey 
a F ify f if pig 4 7 
vee | UNIT =o an * NO. 4215 I 4 
inge “ | el 31 rh ia 
ler- e a Cs i toll hems: “7 » a et ; 
air | 2 — i oe 
enn - ; a ee =i) * ee 
bs 4 ie “a ‘: 
rs ae . a mae eo : 
tion ta ey bie 
° | Me “a 
om ee Eas rv CB, 
nlet, | ; e Oe we 2. 2 Lad i a 
a at anti | “Cement v™ | 
All ee ae =a Be meh, ee . 
.- 2 
your a 
IAL 
enth YY : : 
1324. ities. 
Z ee : i. Pa Ss | j 7 
tion hy) \ . 
ran- a a ; qa’ R 
nent AY ( tS he te 
ork. — ie ae ans 
tion ’ . os 
"eM ory mS ae wot 
x 30 WY a- 
ated SS Ar ee 
wn. ~) ‘, ; ey Sti a 
of » a Ag “ Exiogn ayn 
s 15 oo ; ee is ay: % $ a 
rec- Petes Mg 3 ; a 
lires Ebi as Go’ * Os" . es 
N & emer Sa 7 : ce - , 
-| as - 
tion ities! 
ears _ "Se Ryd 
ear- _s 
ig TT | ||| ae 
ome. ae 
mn ‘COm PANY - 
alth M// Af rotating ea 
ence = 
ss a ae aL Rete na shafts eae ies is Ae a inte eae 
| Be SS gol . at oy Hh s. 5 : Se aN, ee - he - 
yusi- — es i i 
1na., | é | 3 a 
two 
two 
ties. a § ee 
han- ' | - vite 
1ess. 4 Py 
the —— 
2ase. ae | ee Ce) iets aR RETEST ocak ae ae ae ‘ie ; a Nick t r — 
ition — a 2 ie. 
= 2 
e is (g r , a 
i Se. e, 
tis fe SINCE An oP 
rses 7 1929 Someone 50 
ring, . 
— aetenomonearnecananananen sseagerseane a “47146 NG : ‘ 
tion. ee »* x ae 
STI- om Pan. Aes 
— 2 = MOTOR C ¥ = — % ‘ Purp, /€5 lea ry 
rs— i j —_— ‘Np ate 
anu- ae : : h Me 
de- - as 
co, | 546-8 W. 119th ST. CHICAGO 28, ILL. ox 
it 6. ee af 
Ba r ee. ae i a a eh “y " +See or) a 


32 


AIR CONDITIONING & REFRIGERATION NEWS, AUGUST 8, 1949 


1949 Detroit Commercial Installations by Months 


Month whp % % 1 
January ... 24 32 25 18 
February .. 33 25 32 32 
March ..... 27 38 43 36 
Pee 36 23 30 29 
7 ere 31 35 44° 21 
0 ee 29 36 43 37 
. | ee 180 189 217 173 


Over 

1% 2 3 5 5* Total 
8 10 4 3 3 127 
13 10 7 ¥ 4 163 
16 7 | 2 11 181 
17 14 2 1 7 159 
19 6 11 7 9 183 
20 8 14 3 6 196 
93 55 39 28 40 1,009 


*Includes five 7%4-hp. machines, four 10 hp., six 15 hp., four 20 hp., two 
25 hp., one 30, two 40 hp., two 50 hp., one 60, one 65, three 100, one 105, one 125, 
one 137, four 250, one 350 hp., and one 400-hp. machine. 


High-Speed Refrigerated 
River Boats Are Readied 


ST. LOUIS — High-speed refrig- 
erated service on perishable seafood 
items will be provided between St. 
Louis and the Gulf of Mexico shortly, 
when the Caribbean-Pacific Traders 
Corp., 309 Locust St., here, will in- 
troduce high-speed river refrigerated 
freight service. 

The P.T. boat, driven by three 
Packard marine engines will carry 
approximately 50 tons of sharp- 
frozen cargo, consisting of frozen 
shrimp and other seafood on its 
northbound trip from New Orleans 
to St. Louis, and general food pro- 
ducts southbound. 

With speeds up to 50 miles an hour 
on the river, the former military 
weapon will offer easily the fastest 
water service ever available, accord- 
ing to the company. 

The 50 tons of refrigerated food 
will be kept in a series of sharp 
freezer and holding compartments, 
distributed over the 82%-ft. length 
of the vessel. Refrigeration, at 
-10° F., will be supplied by “Freon” 
refrigerant, driven by Diesel power. 

The unique service has already 
been sold to many food retailers in 
the St. Louis area. All refrigeration 
equipment was installed by St. Louis 
manyfacturers and refrigeration en- 
gineers. 


Booklet Offers Data 
On Water Vapor 


PITTSBURGH—The second in a 
series of illustrated bulletins on the 
fundamental physics of water vapor 
as related to solid adsorption de- 
humidification has been published by 
Pittsburgh Lectrodryer Corp. and is 
now ready for distribution. 

Entitled “The World Is Sopping 
Wet,” the new bulletin is the second 
in a series written by Elmer R. 
Queer, professor. of engineering re- 
search, and E. R. McLaughlin, as- 
sociate professor of engineering re- 
search, State College, Pa. Both are 
consultants to the company. 

Although the bulletin is a techni- 
cal explanation of moisture and its 
effect on daily living, it is reportedly 
so prepared and presented as to be 
readily understood by the layman. 

Copies may be obtained without 
charge by writing to Dept. E. G., 
Pittsburgh Lectrodryer Corp., P. O. 
Box 1766, Pittsburgh 30, Pa. 


York’s Nine Months 
Profits $1,644,828 


YORK, Pa.—aA net profit of $1,644,- 
828, equal to $1.48 a common share, 
has been reported by York Corp. for 
the nine months ended June 30, com- 
pared with $2,367,741, or $2.25 a 
share, for the corresponding period 
a year ago. 

Orders booked for the _ period 
amounted to $31,828,903 and uncom- 
pleted contracts $11,316,642, against 
$39,403,629 and $17,511,788 for the 
like period of the preceding year. 

For the June quarter, net profit 
was $805,704, or 77 cents a share, 
against $881,555, or 85 cents a share 
last year. 

Orders booked for the quarter are 
reported as $11,463,420, against 
$12,955,336. 


Dallas Air Conditioning 


Show Progress Reported 


»> 


DALLAS, Tex.—A_ well-rounded 
group of exhibits is said to be as- 
sured for the Southwest Air Condi- 
tioning Exposition, which is to be 
held at Fair Park here, Jan. 23 to 
27, 1950, according to those in charge. 

It now appears that when the ex- 
position opens all space in the Hall 
of Agriculture and the Poultry build- 
ing will be occupied with machinery, 
equipment, and the many collateral 
displays. 

Representing the sponsoring society 
is an advisory committee of which 
A. E. Stacey, Jr., president of the 
American Society of Heating and 
Ventilating Engineers, is chairman. 
Membership of the committee in- 
cludes C. Rollins Gardner and Reg. 
F. Taylor, who are members of the 
Council of the Society; Dr. F. E. 
Giesecke, past president of the 
ASHVE. 

Regional interests of the Society 
are represented on the committee by 
the following presidents of the chap- 
ters indicated: R. B. Guest, Delta 
Chapter; W. R. Lee, northeastern 
Oklahoma; G. A. Linskie, North 
Texas chapter; A. H. Otto, Shreve- 
port chapter; George R. Rhine, south- 
west Texas chapter; R. J. Salinger, 
south Texas chapter; and H. S. 
Shafer, Oklahoma chapter. 


Clarence Bachman Dead; 
Veteran in Appliance Field 


BERKELEY, Calif.— Clarence J. 


Sales Engineer 
Wanted 


High type Sales Engineer with an engi- 
neering background and real sales ability 
to call on high class accounts, must have 
experience in sales and ability to train 
men to sell condensing units and refrig- 
eration equipment. Send full particulars, 
age, photograph, and references with 
application. 
Box 3256, Air Conditioning & 
Refrigeration News 


Bachman, Pacific Coast regional 
manager, Kelvintaor Div. of Nash- 
Kelvinator Corp., died July 30 in Alta 
Bates hospital here. 

Bachman was born in Minnesota in 
1895. Widely known in electrical 
appliance merchandising, he entered 
the field with General Motors at Day- 
ton in 1926, and held a number of 
executive sales positions with Frigid- 
aire. He joined the Kelvinator sales 
department at Detroit in June, 1938, 
and became manager of the Dallas, 
Tex., branch late that year. He was 
appointed Pacific Coast regional 
manager in 1939. 


REFRIGERATION AND 


UNITS -« 


NEW 


PARTS - 


in 48 States and overseas. 


Wholesale Only 
Please Write on Your Letterhead 


Latest Prices NS. 
Wanted Lines a9) 
Write Today for Your Copy 


Why spend valuable business hours and car expense 
on trips to buy parts? Get fast low-cost delivery 
from our large, complete stocks. Airo serves buyers 


AIR CONDITIONING 
TOOLS + SUPPLIES 


AIRO SUPPLY CO. 


2732 N. ASHLAND AVENUE + CHICAGO 14, ILL. 


Detroit Sales Gain -- 


(Concluded from Page 1, Column 5) 
are shown also in two tables, one 
for air conditioning, the other cover- 
ing commercial units. 


In the latter table, which indicates 
that June has been the largest month 
so far in 1949 with 196 units being 
installed, the data is broken down by 
size of equipment and by month. 


Thus, it is shown that %-hp. size 
units lead for the first six months 
with 217 being installed. Next in 
order are the 14%4-hp. size with 189; 
the 144 with 180; and the 1-hp. with 
173 installations. 


Comparing the installations by 
month shows that May with 183 and 
March with 181 follow most closely 
behind June, leading with 196. 


The largest machines ‘installed dur- 
ing this period include a 400-hp. ma- 
chine, a 350, and four 250-hp. com- 
pressors. 


The breakdown by size of air con- 
ditioning installations shows, as 
would be expected, that the 5-hp. 
size is the leader by far. There were 
223 units of the size installed, the 
nearest other size being the 3-hp. 
unit, 60 of which went into service. 


Of the 5-hp. installations, 220 were 


self-contained jobs, leaving only three 
as remote, central-station systems. 


‘There .were likewise only three re- 


mote installations in the 3-hp. size, 
as compared with 57 self-contained 
units. 

There were also 18 714-hp. self- 
contained machines installed, 14 10- 
hp., and two 15-hp. package units. 
Largest compressor installed for air 
conditioning was a 300-hp. job. 


How Air Conditioning 
And Commercial Sales 
Increased This Year 


Remote Commercial 
Condensing Units 


1948 1949 
Bee ee 138 127 
Lg eee 144 173 
ME: ecccetaveaeses 130 181 
Serre . 184 159 
BE -3Shawtisnaere eas 131 183 
Me Asavecdsenkesin 127 196 
WUE. ksecsbévacewsss 854 1,009 

Air Conditioning Units, 
Compressors 

1948 1949 
ES anevs ccueses 12 27 
Co 5 A 37 23 
pe eee 42 31 
MEE «695.0554 aes 90 32 
ER Sar rraee 68 78 
ME. via oes. c been tous 63 181 
WO 6 itisaseeseiesn 312 8372 


Size of Air Conditioning 
Installed In Detroit 
In Ist Half of ’49 : 


Self- 

Hp. Central Contained Total 
Under 3 1 3 4 
3 3 57 60 

5 3 220 223 

7% 4 18 22 

10 9 14 23 

15 14 bs 16 

20 4 4 

25 7 7 

30 2 2 

40 5 5 

50 3 3 

60 2 2 

300 . 1 vs 1 
Total 58 $14 372 


Penn Room Cooler Sales - - 


(Concluded from Page 1, Column 2) 


gain over June of last year and 
missed their sales volume for May 
by one unit. A total of 31 were 
sold. 

All other major appliances failec 
to equal their 1948 marks, bu 
several bettered their May volume 
Home freezers were up 38% over 
May, automatic washers 22%, dish 
washers 10%, refrigerators 8%, an 
ranges 1%. 

Comparative unit sales figures fo: 
June, May, and June, 1948, are as 
follows: 

June May June 


Appliance 1949 1949 194% 
Refrigerators ...... 2,582 2,388 2,713 
Home Freezers ... 257 187 3=—_.267 
Dishwashers ...... 36 33 3¢ 
Garbarge Disposers 34 34 49 
pO ere eee 899 887 1,006 
Room Coolers ..... 74 8 20 
Clothes Driers .... 31 32 2 
BE 5. kee aus Kaeo 179 215 247 
Washers, Automatic 260 215 333 
Washers, 

Conventional . 1,228 1,297 1,692 
Vacuum Cleaners... 516 643 708 
Water Heaters .... 459 523 515 


Serviceman Who Was 
Mayor Dies In Illinois 


URBANA, IIll.—Joseph R. Somers, 
42, refrigeration serviceman and re- 
cently elected mayor of this city, 
died on July 19 of peritonitis that 
developed following an_ operation. 
Somers, who was said to be the city’s 
second Democratic mayor in 35 
years, is survived by his widow and 
three children. 
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We've put 


your profits in 


COLD 


COOLER is built in two sections for 
quick, easy installation. Available in ca- 
pacities of 24,000-96,000 BTU/HR at 
10 TD above 32 and 24,000 — 90,000 
BTU/HR at 10 TD below 32. 


9 BUSH HEAVY DUTY 
CEILING TYPE COOLER 


is the last word in scientific 
design and efficient operation. 
Easy to install . . . readily ac- 
cessible for service. Available 
in capacities of 24,000 - 48,000 
BTU/HR at 10° TD above 32’. 


Pi 


AN 


— sce. eo 
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TORAGE ff 


BUSH HEAVY DUTY FLOOR TYPE 


BUSH FIN COILS are supplied in 

various models, lengths and fin spac- 
ings. Aluminum fins on tinned copper tubes. 
Also steel galvanized for ammonia. 


continuous tubing . . . 
fibreglass eliminator sections (20 - 40 tons). 


A ‘BUSH EVAPORATIVE CONDENSER i: svp- 


plied in capacities of 5-40 tons » . . with 
centrifugal pumps . . - 


BUSH Cold Storage Units produce more profit for you because 
their expert, design and engineering, their top quality materials fabri- 
cated to rigid specifications, their careful testing and accurate rating 
mean easier selling, faster installation and less service . . . more 


Buy the Best=and the Bests Bush 


customer satisfaction. Get acquainted with the BUSH Factory Repre- 
sentative in your territory ...a good man to know. 
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